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Colgate ^gj^  TOOTHPASTE 

•  provides  12  hour  protection  against 
plaque,  tartar  and  cavities 

•  the  one  and  only  toothpaste  proven 
to  protect  above  and 

below  the  gum 

Toothpaste  containing  Sodium  Fluoride  0.32%  w/w 
(1450ppm  F),  Triclosan  0.3%  w/w 
GSL  PL0049/0036 

Further  information  is  available  from  the  product 
licence  holder:  Colgate-Palmolive  (U.K.)  Ltd., 
Guildford,  Surrey  GU2  SLZ 
Tel:  01483  302  222 


Always  read  the  label 


Online  at  http://www.dotpharmacy.com/ 
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1  realm  ent 
women  want. 

Diflucan""  One  is  about  to  reappear  on  national  TV 
as  part  of  our  £2.25  million  advertising  campaign. 

This  includes  a  year  round  press  and 
poster  campaign,  which  informs  your  customers 

of  the  price  up  front. 


Ensuring  that  Diflucan  One  remains  the  fastest 
growing  vaginal  thrush  treatment  available. 
Diflucan  One  already  accounts  for  over  1  in  4  sold.1 
Proving  that  a  treatment  that's  oral, 
fast  and  effective  is  the  one  thrush  sufferers  want. 


It's  getting  easier  to  recommend  all  the  time. 

Fluconazole 

Consumer  Healthcare 

n  Resources  MAT  IS  fl4  99 

Abbreviated  product  information  lor  Diflucan  One  Presentation:  Capsule  containing  150mg  fluconazole  Indication  and  dosage:  Vaginal  candidiasis  Adults  (16-60  years)  single  oral  l'DOmq  dose  Contra  indications:  Hypersensitivity  to  fluconazole 
or  (elated  a/oles,  pregnancy  and  women  of  chtldbeanng  potential  unless  adequate  contraception  is  employed,  co-administration  ot  terfenadine  and  cisapride  Warnings:  I  ai  ration  Not  lerommended  Drug  interactions:  Relevance  to  single-dose  has  not 
yet  been  established  Anticoagulants,  aslemirole.  cisapride,  rydosporm,  diuretic  s.  oial  sulphonylureas.  pheoytom.  ntampicin.  terfenadine.  theophylline  and  zidovudine  Side-eHects:  Nausea,  abdomioal  discomfort,  diarrhoea,  flatulence  and  rarely 
inaphylaxis  Legal  categoty:  [P]  Package  Quantity  and  Cost  Price-  1  St  ling  capsule,  park  ot  1,  £7 12  (PL1 906/001 7)  Product  Licence  Holder:  Pfizer  Consumer  Healthcare,  Wilsom  Road,  Alton  6U34  2TJ  Date  of  preparation:  June1999 
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COMMENT 


Rcckitt  &  Colman's  (R&C)  fortunes  may  at  last  improve 
following  its  proposed  merger  with  Dutch  company 
Benckiser.The  ailing  UK  company  had  lost  its  way 
over  the  past  year,  leading  to  the  resignation  of  its 
chief  executive,  Vernon  Sankey,  in  February.  A  restructure 
under  Michael  Turrell,  its  acting  CE,  had  yet  to  yield  any  real 
benefits.  Benckiser,  in  contrast,  has  been  growing  stronger 
and  reported  record  interim  profits.  Not  surprisingly  its  CEO, 
Bart  Becht,  will  head  Reckitt  Benckiser. While  R&C  can  expect 
redundancies  and  operational  changes,  as  the  group 
streamlines  its  operations,  it's  not  yet  clear  how  this  will  affect 
its  healthcare  division.  Led  by  strong  brands,  such  as  Lemsip, 
Gaviscon,  Bonjela  and  Disprin,  the  division  has  performed 
relatively  well,  particularly  in  the  UK.  Early  indications  suggest 
the  division  will  be  left  largely  unscathed. The  bulk  of  R&Cs 
global  pharmaceutical  supplies  stem  from  its  Hull  plant  - 
Benckiser  does  not  have  a  pharmaceutical  plant  -  so  the 
group  is  unlikely  to  tinker  with  this  site.  On  the  contrary,  the 
healthcare  division  will  probably  receive  more  investment 
because  it  is  one  of  Reckitt  Benckiser's  five  "high  growth" 
core  categories.  Less  certain  is  how  Mr  Becht  will  influence 
the  way  the  healthcare  products  are  marketed.  R&Cs 
allegiance  has  concentrated  on  pharmacies,  which  account 
for  75  per  cent  of  its  UK  pharmaceutical  sales.  For  example,  it 
has  restricted  Gaviscon's  listing  to  pharmacies,  although  the 
product  is  GSL.  And  the  company  firmly  supports  phar- 
macies' battle  to  retain  resale  price  maintenance.  Under  Mr 
Becht,  who  will  be  feeling  pressure  to  reverse  R&Cs  poor 
trading,  the  group  may  pay  more  attention  to  the  potentially 
big  volume  grocery  accounts.  That  would  be  a  mistake  - 
pharmacies  have  repaid  R&C  by  making  its  OTC  brands  some 
of  the  best  performers  in  their  therapeutic  categories.  Major 
supermarkets  are  unlikely  to  be  so  loyal. 
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News 


Pharmacists' 
heroics  should 
be  publicised, 
believes  NPA 


A  pharmacist's  life-saving  action  has 
prompted  a  call  from  the  National 
Pharmaceutical  Association  for  more 
examples  of  pharmacists'  endeavours. 

Glenn  Taylor,  from  Davies  Pharmacy 
in  Barry,  diagnosed  a  heart  attack  in  a 
customer  complaining  of  indigestion 
and  took  him  straight  to  the  local  hos- 
pital. MrTaylor's  quick  response  proba- 
bly saved  the  man's  life,  according  to 
hospital  staff.  The  heart  attack  victim, 
Clive  Reed,  said:i  went  into  the  phar- 
macy to  get  some  antacid  and  came 
out  with  my  life." 

NPA  director,  John  D'Arcy  said: 
"There  are  lots  of  Glenns  out  there  and 
we  are  trying  to  find  them."  Mr  D'Arcy 
believes  that  pharmacists  are  provid- 
ing similar  services  every  day,  but  they 
mostly  go  unnoticed. The  NPA  is  look- 
ing for  examples  of  pharmacists'" very 
valuable  and  vital  contribution"  to 
local  healthcare,  which  it  can  use  as 
evidence  to  promote  the  profession. 

Pharmacists  do  not  promote  these 
services  because,  "they  see  it  as  part 
and  parcel  of  their  job  ",  he  said.  Mr 
D'Arcy  warned  that  if  resale  price 
maintenance  is  abolished,  the  services 
may  disappear. 

MrTaylor's  life-saving  action  was  re- 
enacted  on  HTV  Wales'  Ferret'  pro- 
gramme this  Wednesday.  It  will  be 
repeated  on  Sunday  August  1. 


New  prescribing 
ideas  for  oxygen 


An  expert  group  has  recommended 
that  domiciliary  oxygen  supplies 
should  be  started  by  hospital  special- 
ists, rather  than  GPs,  and  that  a  new 
domiciliary  oxygen  record  form/pre- 
scription should  be  introduced. 

The  form,  which  would  need  pilot- 
ing before  widespread  introduction, 
would  specify  the  assessments  to  be 
made  before  deciding  on  the  most  suit- 
able treatment.  There  would  be  two 
parts  to  the  form,  one  for  long-term 
oxygen  therapy  with  concentrators, 
and  one  for  ambulatory  oxygen.  The 
group  recommended  that  a  record  for 
short-burst  therapy  should  also  be 
available,  but  more  research  was  need- 
ed on  the  benefits  of  this  treatment, 
which  is  the  one  most  commonly  sup- 
plied by  pharmacists. 

After  issuing  the  prescription,  the 
hospital  specialist  would  send  one 
copy  to  the  GP  and  another  to  the 
local  health  authority  for  registering 
and  monitoring  oxygen  use  The  group 
suggested  that  the  oxygen  supplier  or 
pharmacist  should  then  supply  ambu- 
latory equipment  within  five  working 
days. 

The  recommendations  are  in  a 
new  report  from  the  Royal  College 
of  Physicians,  Domiciliary  oxygen 
therapy  services:  Clinical  guidelines 
and  advice  for  preservers'.  The 
Department  of  Health  asked  the  col- 


lege to  produce  new  evidence-based 
guidelines  to  tackle  problems  such  as 
variability  in  prescribing  habits  and 
lack  of  any  organised  follow-up  and 
monitoring  arrangements. 

The  multidisciplinary  group  gave 
recommendations  for  prescribing  con- 
centrators and  ambulatory  therapy, 
and  for  the  home  use  of  oxygen  in  chil- 
dren. But  it  decided  further  research 
was  needed  on  short-burst  oxygen: 
"Despite  extensive  prescription,  there 
is  no  adequate  evidence  available  for 
firm  recommendations." 

The  report  notes  that  about  half  the 
patients  on  oxygen  concentrators  are 
housebound,  so  need  appropriate 
advice  and  support.  Patients  should 
receive  education  and  some  written 
information  about  the  reason  for  oxy- 
gen prescription  and  principles  of  oxy- 
gen therapy:  "This  information  can  be 
supplied  by  a  variety  of  people,  includ- 
ing specialist  nurses  or  doctors." 

Discussing  home  follow-up,  the 
report  suggests  that  all  patients  on 
long-term  oxygen  therapy  should  be 
visited  at  home  within  four  weeks  of 
prescription,  by  a  respiratory  nurse 
specialist,  physiotherapist  or  techni- 
cian (depending  on  local  arrange- 
ments) with  experience  in  providing 
domiciliary  oxygen. 

Two  pharmacists  were  on  the  work- 
ing party  -  community  pharmacist 


Nick  Wood,  and  Guy  Thompson, 
deputy  director,  Welsh  Centre  for 
Postgraduate  Pharmaceutical  Educa- 
tion. MrWood  told  C&D  that  the  group 
had  been  concerned  mainly  with  clini- 
cal issues  rather  than  supply,  which  is 
why  pharmacists  were  hardly  men- 
tioned. The  need  for  hospital  assess- 
ment had  implications  mainly  for  the 
concentrator  service  rather  than  the 
cylinder  service. 

"The  report  was  fairly  neutral  about 
short-burst  oxygen  therapy,  so  it  was 
difficult  to  advocate  a  role  for  pharma- 
cists when  more  evidence  was  needed 
on  the  value  of  the  therapy,"  he  said.  "If 
the  group  had  found  little  use  for  it, 
there  could  have  been  serious  implica- 
tions for  pharmacists." 


Pharmacists  to  discuss  involvement  in  prescribed  exercise  pilot 


Pharmacists  in  West  Berkshire  may 
become  involved  with  a  pilot  study  in 
which  GPs  prescribe  exercise  for 
hypertensive,  diabetic  or  obese 
patients. 

At  the  next  meeting  of  the  Berkshire 
Local  Pharmaceutical  Committee,  its 
secretary  Ralph  Higson  plans  to  dis- 
cuss ways  in  which  diagnostic  testing 
in  pharmacies  could  be  incorporated 
into  the  scheme.  Blood  pressure  moni- 
toring and  blood  sugar  testing  are 
examples  of  services  that  pharmacists 
could  provide  as  part  of  the  project. 
Additional  funding  is  also  being  sought 
from  pharmaceutical  companies  by 
the  project  coordinator. 

Pharmacist  and  local  councillor 
Graham  Jones  has  already  taken  part  in 
the  pilot.  Mr  Jones,  from  Broadway 
Pharmacy  in  Lambourn,  is  among  100 
p  itients  who  have  been  prescribed  a 
three  month  exercise  plan  by  their  GR 
Mr  Jones  decreased  his  blood  pressure 


and  heart  rate  by  20  per  cent,  as  well  as  in  tour  CP  practices  and  was  originally  is  jointly  organised  and  funded  by  West 
decreasing  his  body  tat  planned  to  last  a  year,  but  has  been     Berkshire   Council   and  Berkshire 

The  project  began  six  months  ago    extended  for  a  further  nine  months.  It    Health  Authority. 


One  stop  shop  proposed  for  W  Sussex 


Two  GP  practices  in  West  Sussex  are 
planning  to  merge  and  develop  a  one 
stop  primary  care  centre  with  adja- 
cent sheltered  accommodation. 

The  primary  care  centre  will  con- 
tain eight  GPs,  a  pharmacy,  an  ambu- 
lance station,  a  dental  suite  and  social 
services.  It  will  also  have  a  library  and 
lecture  theatre,  with  short  stay  accom- 
modation for  visiting  healthcare  pro- 
fessionals. The  sheltered  accommoda- 
tion, which  a  medical  charity  has 
offered  to  back  financially,  will  consist 
of  145  flats  with  their  own  retail  and 
recreational  facilities. 

The  Joint  Planning  Group,  a  devel- 
opment company  formed  by  five  GPs 


from  the  two  practices  in  Pulborough, 
is  proposing  the  scheme.  A  new  com- 
bined practice  of  Pulborough  GPs  will 
be  based  at  the  complex,  serving  a 
rural  area  of  200  square  miles.  West 
Sussex  Health  Authority  and  Horsham 
District  Council  both  support  the  pro- 
ject. 

Negotiations  are  ongoing  for  the 
purchase  of  a  six  acre  site  in  the  town. 
Once  this  is  finalised,  it  is  hoped  to 
complete  building  within  18  months. 

West  Sussex  Local  Pharmaceutical 
Committee  secretary,  Peter  Dobson, 
does  not  believe  the  new 
centre  will  prejudice  existing  pharma- 
ceutical services  in  the  area. 


NICPPET  offers 
CPD  grants 

The  Northern  Ireland  Centre  for 
Postgraduate  Pharmaceutical  Educa- 
tion and  Training  is  to  provide  grants 
for  pharmacists'  continuing  profes- 
sional development  initiatives. 

These  could  include  a  short  clinical 
university  course,  sponsorship  to  pre- 
sent a  research  paper,  or  a  visit  to  an 
educational  or  industrial  establish- 
ment. 

Grants  of  up  to  £2,500,  which 
would  normally  cover  half  the  cost  of 
the  project,  are  available.  Applications 
should  be  made  to  Dr  Terry  Maguire 
before  August  31. 


4  Chemist  &  Druggist  31  JULY  1 


999 


Chlamydia  alert  for 
Sexual  Health  Week 


The  Family  Planning  Association  is 
using  Sexual  Health  Week  (August  2-9) 
to  highlight  the  problem  of  sexually- 
transmitted  chlamydia  infections 

Women  in  the  16-24  years  age  group 
will  be  targeted  with  health  promo- 
tion packs  and  display  information. 
This  is  being  distributed  through 
genito-urinary  medicine  clinics,  GP 
surgeries,  family  planning  clinics  and 
community  pharmacies. 

A4  posters  and  postcards  within  the 


packs  feature  the  i  rote  li  ol  .1  voting 
man  in  jeans  and  bear  the  slogan 
'Chlamydia  -  now  available  in  easy  to 
open  packets'.  In  addition. graffiti-style 
messages  about  chlamydia  will  appear 
in  toilet  cubicles  in  bars  and  restau- 
rants.The  health  promotion  pack  also 
includes  postcards  of  the  jeans  poster, 
patient  leaflets,  fact  sheets  and  con- 
dom samples 

The  FPA  said  that  British  teenagers 
have  the  worst  sexual  health  in 
Europe.  STI  rates,  such  as  chlamydia 
and  gonorrhoea,  have  been  rising 
since  1995,  particularly  among 
teenage  girls.  New  cases  of  chlamydia 
among  16- 19-year-olds  rose  by  32  per 
cent  between  1996  and  1997. 
However,  as  the  disease  has  no  obvious 
symptoms,  the  real  figure  may  be 
much  higher,  possibly  at  levels  ol  one 
in  14  young  people  being  infected. 

Further  information  on  STls  is  avail- 
able for  health  professionals  and  the 
public  on  the  FPA's  contraceptive  edu- 
cation service  helpline  on  0171  837 
4044. The  Health  Education  Authority, 
which  is  supporting  the  campaign,  has 
a  web  site,  www.lovelife.hea.org.uk, 
containing  further  information  on  STIs 
and  lists  the  UK  sexual  health  clinics. 


Chemist  &  Druggists  internet  site 
dotPharmacy  has  been  selected  by 
StudyWeb  researchets  as  "one  of 
the  best  educational  resources  on 
the  Web". 

The  chosen  pages  were  part  of 
the  Pharmacy  Update  distance 
learning  course.  All  of  these  coutse 
pages  are  held  on  the  internet  site. 

StudyWeb  is  an  internet  site  for 
students  and  teachets.  If  provides 
links  to  educational  sites  on  a  range 
of  topics  worldwide. 

DotPharmacy  pages  have  also 
been  featured  on  Physicians  Home 
Page,  a  US  site  listing  medical 
tesources  for  doctors. 

The  dotPharmacy  site  now  con- 
tains more  than  500  pages  of  news, 
features  and  information,  which  can 
all  be  accessed  using  the  recently 
revamped  search  engine.  The 
search  engine  is  sponsored  by  AAH 
Pharmaceuticals. 

httpj/www.  studyweb.  com 
http://php.silverplatter.com/phpinc.htm 
httpj/www.  dotpharmacy.  com 


Northern  Ireland  statistic 
There  were  1,820,304  items  dis- 
pensed from  1,061,845  pres( 
forms  in  Northern  Ireland  in  April. 
The  ingredient  cost  was  £18.73  mil- 
lion (£1 7.51m  net).  Discount  wes 
£1.21 5m,  with  oncost  and  other 
payments  totalling  £2.91 1m.  The 
gross  cost  was  £20. 43m  (£1 9.83m 
net).  Gross  cost  per  prescription  was 
£11.2209  with  ingredient  cost 
£10.2892.  The  net  ingredient  cost 
per  prescription  was  £9.5219. 

Children's  formulary  contact 
The  first  national  children's  formula- 
ry, Medicines  for  Children,  is  avail- 
able from  B&MBC  Books  which  inad- 
vertently transposed  its  telephone 
and  fax  numbers  in  information  sup- 
plied to  C&D  (July  10,  plO).  The 
telephone  number  is  01425 
471719  and  fax  01425  471525. 

Millennium  payment  survey 
Some  local  pharmaceutical  commit- 
tees are  having  to  renegotiate 
millennium  payments  for  contrac- 
tors after  the  health  minister  was 
reported  as  saying  that  health 
service  staff  would  not  be  paid  extra 
for  working  at  that  time.  The 
Pharmaceutical  Services  Negotia- 
ting Committee  is  asking  LPCs  to  fill 
in  a  questionnaire  outlining  what 
local  service  arrangements  will  be 
over  the  holiday  period. 

NHS  Direct  news 
The  NHS  Direct  Healthcare  Guide  is 
to  be  published  in  November,  giving 
"attractive,  authoritative  and  acces- 
sible advice  on  the  most  common 
health  problems  and  symptoms".  It 
will  also  be  available  on  the  NHS 
Direct  on-line  site  to  be  launched  at 
the  end  of  November.  The  news 
came  as  the  Ptime  Minister  officially 
opened  the  NHS  Direct  North  East 
office  in  Newcastle  last  Friday. 

Schering  contacts 
With  immediate  effect,  Schering 
Health  Care's  direct  dial  number  and 
e-mail  address  for  all  medical  infor- 
mation enquiries  is  01444  465840 
and  medinto@schering.co.uk. 

Heart  of  the  matter 
The  British  Heart  Foundation  has  re- 
launched its  Heart  Information 
Series  of  18  booklets  providing 
"basic  but  essential"  information  to 
heart  patients  and  their  families. 
Booklets  are  available  free  through 
GP  surgeries,  cardiac  wards  and 
rehabilitation  units,  or  direct  from  the 
BHF  at  PO  Box  2216,  London  W1A 
1 WU.  Health  professionals  can  order 
a  display  box  of  HIS  from  Warners 
Midlands  pic,  The  Mailings,  Manor 
Lane,  Bourne,  Lincolnshire  PE10 
9PH. 


Cost-effective  pharmacy 
education  up  in  Scotland 


Use  of  the  education  and  training 
packages  for  pharmacists  in  Scotland 
has  increased  significantly,  without  an 
increase  in  resources. 

Overall,  in  1998-99  there  was  a  20 
per  cent  increase  on  the  previous  year 
in  the  total  pharmacist  contact  hours 
for  local  and  national  direct  education 
and  training,  plus  distance  learning 
courses.  In  1998-99  the  total  was 
27,046  hours,  compared  to  22,874  for 
1997-98.  The  distance  learning  pro- 
gramme fared  particularly  well,  with 
pharmacist  contact  hours  increasing 
50  per  cent  to  14,557  hours  of  educa- 
tion and  training.  There  have  been 
1,545  requests  made  for  distance 
learning  packages  with  an  81.5  per 
cent  rate  of  participants  returning 
their  assessment. 

In  overall  terms,  the  increase  in 
pharmacist  contact  hours  has  been 
achieved  with  no  financial  increase  in 
resources  for  1998-99  over  the  previ- 
ous year,  and  represents  value  for 
money  in  total  education  and  training 


provision,"  says  the  Post  Qualification 
Education  Board  for  NHS  Pharmacists 
in  Scotland  annual  report  1998-99. 

Attendance  at  local  direct  learning 
courses  fell  last  year,  down  from  9,605 
pharmacist  contact  hours  to  8,4.34. 
However,  attendance  at  national  direct 
learning  courses  was  up,  from  3,556  to 
4,4 1 5  hours.  Community  pharmacists 
were  more  likely  to  attend  local  cours- 
es, with  attendance  split  81  per  cent 
community  compared  to  19  per  cent 
hospital  pharmacists.  On  national 
courses,  the  proportion  of  hospital 
pharmacists  was  higher  at  ^n  per  cent. 

Overall,  direct  learning  course  atten- 
dance was  down  slightly,  with  1  per 
cent  less  pharmacist  contact  hours  at 
12,849  hours  from  4.070  pharmacist 
attendances,  of  whom  77  per  cent 
were  community  pharmacists  and  23 
per  cent  from  hospital. 

The  report  believes  that  there  is  a 
"distinct  possibility"  for  an  increasing 
role  for  the  Scottish  Centre  for  Post 
Qualification  Pharmaceutical  Educa- 


tion (SCPPE)  in  pre-registration  train- 
ing. This  follows  on  from  the  Scottish 
Office  Department  of  Health's  request 
that  the  SCPPE  assume  the  administra- 
tion of  the  pre-registration  trainees 
clearing  house  scheme  for  Scottish 
hospitals. 

The  PQE  Board  has,  as  in  previous 
years, "engaged  in  serious  debate"  over 
resource  allocation  to  various  forms  of 
course  provision  and  to  postgraduate 
degrees  and  diplomas  funding.  This 
used  to  be  related  to  hospital  pharma- 
cy, but  more  recently  has  applied  to 
community  and  now  primary  care- 
pharmacists.  "The  nature,  extent  and 
distribution  of  this  funding  should  be 
subject  to  a  future  education  and  train- 
ing needs  assessment,  says  the  report. 

Copies  of  the  report  arc  available 
from  the  PQEB  at  SCPPE  at  the 
Department  of  Pharmaceutical 
Sciences.  Strathclyde  Institute  for 
Biomedical  Sciences,  Todd  Wing.  2^ 
Taylor  Street.  Clasgow  G4  0NR.  Tel: 
0l4l  548  42"3. 
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;upply  chain 


measures 


Health  authorities  in  England  and  NHS 
Trusts  have  been  informed  about  mea- 
sures to  ensure  the  integrity  of  the 
medicines  supply  chain  during  the  mil- 
lennium period. 

A  Health  Service  Circular  sent  out 
last  week  contains  a  joint  letter  from 
the  Association  of  the  British 
Pharmaceutical  Industry  and  the 
British  Association  of  Pharmaceutical 
Wholesalers,  giving  advice  on  millen- 
nium supply  issues.  Manufacturers  and 
wholesalers  are  planning  distribution 
arrangements,  with  24-hour  emer- 
gency back-up. 

The  HSC  also  sets  out  the  aims  of 
the  Year  2000  Pharmaceutical  Alliance, 
whose  members  represent  manufac- 
turers, wholesalers,  retailers,  patient 
groups,  professional  bodies,  and  NHS 
organisations.  It  aims  to  tackle  any 
threats  to  "business  as  usual"  in  the 
supply  of  medicines  to  patients.  A  list 
of  about  300  products  has  been  pro- 
duced by  NHS  Supplies,  which  repre- 
sents those  deemed  critical  for  acute 
services.  Discussions  are  underway 
with  suppliers  of  these  products  to 
ensure  adequate  supplies  over  the 
period. 

NHS  Confederation 
handbook  published 

The  14th  edition  of  the  NHS 
Confederation's  handbook  on  the  NHS 
is  now  available. 

The  1999/2000  edition  of  Wellard's 
NHS  Handbook'  looks  at  the  changes 
going  on  in  the  NHS,  and  highlights  57 
key  events  and  their  impact,  including 
the  effect  of  devolution. 

Priced  at  £41.95  for  NHS 
Confederation  members  and  £45  for 
non-members,  the  handbook  can  be 
ordered  by  contacting  Elizabeth 
Dalton  on  0121  471  4444. 


Society  to  unveil  new  logo 


The  Royal  Pharmaceutical  Society  is  to 
unveil  its  new  corporate  logo  at  the 
British  Pharmaceutical  Conference  in 
September. 

Retaining  the  coat  of  arms,  the  new 
logo  will  contain  the  Society's  name 
and  the  strapline, Helping  pharmacists 
achieve  excellence'.  From  September 
20,  the  Society  will  adopt  the  new 
style  for  use  on  all  stationery  and  print- 
ed materials. 

It  was  felt  that  the  old  logo  "needed 
cleaning  up"  as  it  did  not  reproduce 
well.  There  had  never  been  a  clear 


print-ready  version  available  of  the  ol 
design. 

The  updated  logo,  which  "reflects 
the  new  ethos"  of  the  Society,  was 
designed  by  an  outside  agency,  but  its 
strapline  was  chosen  by  members  of 
Council. 

Society  branches  and  regional  secre- 
taries will  be  issued  with  a  guide,  illus- 
trating the  style  and  explaining  its  use, 
at  the  end  of  summer.  They  are  being 
advised  to  run  down  stocks  of  old  sta- 
tionery before  introducing  the  new 
style. 


Government  priorities  on  course 

Government  priorities  for  the  year 
ahead  include  establishing  NHS  Direct 
across  England  by  December  2000. 

The  Government's  annual  report 
1998-99  (Stationery  Office,  £2.99),  a 
progress  report  on  Labour's  manifesto 
commitments,  says  the  pledge  to  cut 
waiting  lists  by  100,000  is  on  course, 
with  a  cut  of  over  60,000  since  May 
1997.The  report  claims  that  all  health 
staff  have  had  a  pay  rise  and  that  the 


Government  wants  all  staff  to  have  the 
state  of  the  art  technology  they  need 
to  do  their  jobs. 

The  Government  has  met  its  com- 
mitment to  reduce  spending  on  NHS 
administration,  with  over  £1  billion 
moving  to  frontline  patient  care  by  the 
end  of  the  Parliament.  Spending  on 
health  is  set  to  rise  by  6.6  per  cent  a 
year  in  cash  terms  and  4  per  cent  in 
real  terms  over  the  five  year  period. 


A  street  party  has  been  held  for  customers  of  shops  in  Ruislip, 
West  London.  Shandip  Shah,  whose  family  owns  a  Nucare 
pharmacy  there,  persuaded  fellow  traders  to  take  part  in  the 
fun  day  to  thank  the  local  community  for  its  continuous 
support.  The  party  attracted  over  4,000  people.  Besides 
organising  games,  the  traders  put  on  special  promotions.  At 
Mr  Shah  s  NVS  Pharmacy,  mothers  took  advantage  of  the  offer 
on  Weenees  Nappies.  Nucare  helped  with  advertising  and 
managing  director  Veni  Harania  helped  on  the  pharmacy 
stand,  with  Peter  Smith  from  Weenees  manufacturer  Enviro 
UK.  Mr  Shah  said:  "With  margins  depleting,  it  is  up  to  the 
independents  to  go  and  get  the  business" 


Scottish  Drug 
Tariff  M  changes 
for  July 

The  cumulative  list  below  shows 
generics  for  which  the  Pharmacy 
Practice  Division  will  accept  pharma- 
cists' endorsements  for  prescriptions 
in  July,  due  to  shortages  in  supply. 
This  week's  additions  are  marked  in 
bold. 

Allopurinol  tablets  lOOmg;  allop- 
urinol  tabs  300mg  ( 100s  only);  ascor- 
bic acid  tabs  50mg  (will  be  removed 
from  the  Drug  Tariff  on  August  1); 
bendrofluazide  tabs  2.5mg;  ben- 
drofluazide  tabs  5mg;  calcium  & 
ergocalciferol  tabs;  calcium  glu- 
conate tabs  600mg  (will  be  removed 
from  the  Drug  Tariff  on  August  1); 
carbamazepine  tabs  400mg;  chlor- 
diazepoxide  HC1  tabs  25mg  (will  be 
removed  from  the  Drug  Tariff  on 
August  1 ). 

Cimetidine  tabs  200mg;  cimetidine 
tabs  400mg;  cinnarizine  tabs  15mg; 
clomipramine  tabs  25mg;  co- 
amilozide  tabs  5/50;  co-tenidone  tabs 
50/12.5;  co-tenidone  tabs  100/25; 
codeine  phosphate  tabs  30mg; 
diazepam  oral  solution  2mg/5ml: 
diclofenac  tabs  50mg;  disopyramide 
capsules  lOOmg;  ferrous  sulphate 
tabs  200mg;  folic  acid  tabs  5mg; 
frusemide  tabs  40mg;  glibenclamide 
tabs  5mg;  ibuprofen  tabs  400mg; 
indomethacin  caps  25mg; 
indomethacin  caps  50mg;  labetalol 
tabs  200mg;  mebeverine  tabs  135mg; 
metformin  tabs  500mg. 

Minocycline  tabs  50mg;  minocy- 
cline tabs  lOOmg;  nitrazepam  tabs 
5mg;  norethisterone  tabs  5mg 
oxazepam  tabs  30mg;  oxprenolol 
tabs  20mg;  oxprenolol  tabs  40mg; 
oxytetracycline  tabs  250mg;  penicil- 
lamine tabs  250mg;  penicillin  v  tabs 
250mg;  pyridoxine  tabs  50mg; 
spironolactone  tabs  lOOmg;  terfena- 
dine  tabs  60mg;  thyroxine  tabs 
25mcg;  tolbutamide  tabs  50()mg;  tri- 
fluoperazine tabs  5 nig;  Vitamin  B  Co 
Tabs  BPC;  warfarin  tabs  lmg;  war- 
farin tabs  3mg;  warfarin  tabs  5mg. 
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MCA  proposes 
strict  controls  on 
Aristolochia 
products 

The  Medicines  Control  Agency  is  seek- 
ing to  prohibit  unlicensed  products 
containing  any  plant  of  the  genus 
Aristolochia  being  imported  into,  sold 
or  supplied  in  the  UK. 

In  its  consultation  letter  MLX  254, 
the  MCA  says  that  the  proposed  prohi- 
bition is  in  the  interests  of  public  safe- 
ty. Its  main  concern  is  that  aristolochic 
acids  pose  serious  risks  to  health  in 
that  they  are  mutagenic,  carcinogenic 
and  have  been  shown  to  damage  the 
kidneys.  This  proposal  would  serve  to 
make  permanent  a  temporary  order 
which  took  effect  on  July  28. 

In  1997,  Aristolochia  was  made  a 
Prescription  Only  Medicine,  but  there 
is  still  concern  that  it  is  being  used  as  a 
substitute  for,  or  to  contaminate  sup- 
plies of,  Stephania  in  traditional 
Chinese  medicine.  In  particular,  there 
is  concern  that  confusion  may  arise 
over  the  use  of  Pin  Yin'  names  for 
Chinese  herbal  remedies.  In  addition, 
the  MCA  wants  to  tackle  the  problem 
of  other  ingredients  being  confused 
with  Aristolochia. 

The  proposals  will  not  affect  any 
licensed  or  registered  homoeopathic 
products  because  no  risk  is  posed  by 
extreme  dilution. 

Further  details  are  available  from 
Paul  Brittain,  MCA,  Room  619,  Market 
Towers,  1  Nine  Elms  Lane,  London 
SW8  SNQ.  Comments  about  the  con- 
sultation letter  should  also  be  sent  to 
this  address  to  arrive  by  September  30. 

Publication  of 
veterinary 
compendium  for 
1999-2000 

The  National  Office  of  Animal  Health 
has  published  the  1999-2000  edition 
of  the  Compendium  of  Data  Sheets 
for  Veterinary  Products. 

NOAH  is  sending  free  copies  of  the 
Compendium  to  members  of  the 
Royal  Pharmaceutical  Society's  Agri- 
culture and  Veterinary  Croup,  as  well 
as  to  all  veterinary  surgeons. 

Other  pharmacists  can  buy  copies 
from  the  NOAH  office  for  £22  (UK) 
and  £27  (overseas). 

NOAH  has  also  divided  the 
Compendium  into  several  electronic- 
veterinary  information  systems. 

Further  information  can  be 
obtained  from  NOAH,  3  Crossfield 
Chambers,  Gladbeck  Way,  Enfield, 
Middlesex,  EN2  7HF,  tel:  0181  367 
3131,  or  by  visiting  the  web  site  at: 
www.noah.demon.co.uk. 


Topical  Reflections 


Two  for  one  in 
's  cave 


Reminded  by  last  week's  C&D 
editorial  that  Over  the  Counter  is 
now  ten  years  old,  I  took  the 
opportunity  to  read  its  grass  roots 
correspondent,  Verity. And  in  the  first 
paragraph  she  described,  in  a 
nutshell,  the  strength  of  independent 
pharmacy. 

Verity  bemoaned  the  problems  of 
stock  rationalisation,  when  applied  in 
a  multiple  context,  on  the  individual 
preferences  of  her  customers.  When  I 
look  at  the  Aladdin's  cave  that  passes 
for  stock  on  my  shelves,  I  hear  the 
anguished  cries  of  my  accountant. 
"Only  stock  the  brand  leaders,"  is  his 
plea  and,  "use  merchandising 
planograms  ".  Beautiful  shelves,  fast 
movers  and  high  profitability  should 
be  your  aim.  Fine  in  theory  and  very 
successful  for  the  large  multiples,  but 
as  Verity  says,  when  this  is  applied  to 
her  local  community  pharmacy,  no 
customers! 

In  my  small,  independent  pharmacy 
I  deliberately  niche  market  in  order 
to  satisfy  the  idiosyncratic 
preferences  of  my  customers.Those 
who  enjoy  the  sterile  conformity  of 
the  supermarket  shelves  are  already 
shopping  there,  but  even  they  return 
to  buy  those  more  specialist  products 
that  Verity's  boss  and  my  accountant 
so  easily  condemn. 

And  with  their  purchases,  they  also 
receive  a  two  for  the  price  of  one 
offer  the  supermarkets  can  never 
match  -  expert  advice  and  a  friendly 
smile! 


Don't  raise  the 
drawbridge  -  adapt 
to  change 

Kirit  Patel's  predictions  for  the  future 
of  community  pharmacy  are  bleak 
indeed,  and  if  I  were  not  the  most 
enthusiastic  of  optimists,  I  would  now 
be  looking  to  alternative  employment 
(C&D July  24,pl7). 

In  his  assessment  of  the  possible 
impact  of  primary  care  trusts  and 
their  effect  on  the  distribution  and 
ownership  of  pharmacies,  he  has 
suggested  the  establishment  of 
reasonable  ground  rules  to  safeguard 


the  existing  service,  but  has  not 
offered  a  constructive  mechanism  for 
restructuring  community  pharmacy 
to  deliver  a  better  pharmaceutical 
service  in  the  next  millennium 

But  pharmacy  cannot  survive  by 
raising  the  drawbridge.it  must  learn 
to  adapt  to  a  changing  political  and 
economic  environment  and  try  to 
agree  a  strategy  with  the  Government 
to  ensure  the  provision  of  a 
continuing  rationally  distributed 
pharmaceutical  service.  And  the 
catalyst  for  that  agreement  could  be 
the  much  vaunted  Frank  Dobson 
strategy  document  for  community 
pharmacy. With  every  passing  month 
the  pressure  is  on  for  the  health 
secretary  to  be  constructive  in  his 
suggestions  and  honest  in  his  desire 
to  encourage  a  dynamic 
pharmaceutical  service. 

I  can  foresee  that  many  of  the 
suggested  changes  could  be 
unpalatable  and  could  mirror  Kirit 
Patel's  fears,  but  change  is  inevitable 
and  as  long  as  a  no  detriment 
condition  can  be  negotiated,  an 
overall  agreement  is  achievable. 

It  may  well  mean  that  some 
pharmaceutical  sendees  will  be 
provided  from  mega  health  centres, 
some  pharmacies  will  be  redundant 
and  multiple  companies  may  provide 
an  increasing  share  of  resources,  but  it 
will  not  be  the  end  of  the  road  for 
community  pharmacy,  merely  an 
exciting  change  in  evolutionary 
direction. 


No  reward  in  the 
fraud  stakes 

I  have  just  lost  my  first  opportunity  to 
claim  a  fraud  reward. This  particular 
prescription  did  not  involve  a  vast 
amount  of  money,  but  the  clumsy 
addition  of  diazepam  tablets  to  a 
legitimate  prescription  was  grounds 
for  a  claim. 

First  of  all,  I  followed  my  normal 
procedure,  I  phoned  the  doctor  He 
confirmed  the  illegal  addition,  but 
then  sighed.  He  knew  the  patient  well 
and  asked  me  to  refer  him  back  to  the 
surgery.  His  primary  concern  was  the 
welfare  of  his  patient  and  in  this  I 
fully  agreed.To  have  continued  with 
my  claim  would  have  required  the 
intervention  of  both  the  police  and 
the  health  authority,  but  would  have 
irretrievably  destroyed  the  trust 
between  doctor  and  patient. 

I  spent  some  time  sorting  out  the 
situation,  and  feel  professionally  that  I 
acted  responsibly,  but  once  again  I  am 
the  loser. The  regulations  allow  for  no 
flexibility.  For  me  to  claim  my  £10 
reward  requires  that  all  situations  are 
dealt  with  by  the  full  force  of  the  law. 

Alternatively,  a  simple  claim  form  to 
the  health  authority,  countersigned  by 
the  prescribes  should  be  enough  to 
pay  me  my  £10  and  then  the  level  of 
police  involvement  could  be  left  to 
the  discretion  of  the  professionals 
involved. 
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Comnuter  costs 
and  charges 

I  read  with  interest  the 
article  about  NDC  systems, 
who  have  become  a  major 
force  in  the  supply  of  IT 
systems  to  community 
pharmacy  (CeDJuly  3,p22). 

The  maintenance  contract 
has  been  increased  ("to 
reflect  the  rate  of  inflation") 
by  no  less  than  60  per  cent. 
On  complaining  I  have  been 
told  that  this  is  in  line  with 
competitors' charges. 

The  cost  of  computer 
hardware  has  fallen  sharply 
over  the  past  year. The 
margins  of  community 
pharmacy  have,  on  the  other 
hand,  fallen  significantly 

Companies  who  are 
ripping  off  the  independent 
sector  will  find  they  are 
shooting  themselves  in  the 
foot.  If  there  is  a  company 
out  there  who  can  supply  me 
with  IT  technology,  please 
get  in  touch! 
Martin  Silver 
London  E7 

NDC  responds 

The  cost  of  hardware  has 
indeed  decreased  over  the 
past  year  and  the  upfront 
cost  of  NDC  hardware  has 
fallen  to  reflect  the  decrease. 
The  cost  of  supporting 
systems  has  not, 
unfortunately  fallen  over 
the  same  time  period. 

As  part  of  our  integration 
process,  we  have  tried  to 
bring  all  our  support 
contracts  into  line  with  the 
actual  costs.  Our 
maintenance  charges,  even 
for  our  Windows  package, 
are  similar  to  that  of  other 
computer  suppliers 
providing  only  DOS  systems. 

We  understand 
pharmacists  must  reach  into 
their  own  pockets  to  fund 
the  purchase  and 
maintenance  of  their 
computer  systems.  With  this 
in  mind  we  are  currently 
focusing  our  development 
on  ways  to  provide 
pharmacists  with  IT 
systems  that  allow  them  to 
increase  their  revenue 
potential. 
Ju!ie  Hales 
Sales  and  marketing 
director 

NDC  Health  Information 

Services 


Update  on  CFC 
phase-out 

Nick  Foster's  response  to 
your  Xrayser  article  on  CFC- 
free  inhalers  (CeDJuly  3,p8) 
is  quite  incorrect  in 
suggesting  there  are  no 
guidelines  for  the  phase-out 
of  CFC  inhalers,  and  that 
cessation  of  supply  is  simply 
a  marketing  decision. 

CFC  inhalers  will  be 
phased  out  over  the  next  few 
years.  Guidelines  on 
transition  to  CFC-free  devices 
have  been  published  at  both 
EU  and  UK  levels.These  state 
quite  clearly  that  the  use  of 
CFCs  in  an  asthma  inhaler 
containing  salbutamol  or 
beclomcthasone  will  no 
longer  be  required  when  two 
alternative  CFC-free  products 
in  each  category  are  available 
from  two  different 
companies.The  guidelines 
also  state  the  need  for  a 
managed  approach  to 
transition. 

In  the  UK,  there  are 
already  two  CFC-free 
salbutamol  press  and  breath 
inhaler  products.Airomir  and 
Ventolin  Evohaler  from  3M 
Health  Care  and  Allen  & 
I  lanburys  respectively.  Their 
availability  now  means  that 
equivalent  CFC  products 
should  start  to  be  phased  out 
according  to  the  guidelines. 

For  patients  requiring  a 
breath-actuated  salbutamol 
inhaler,  Airomir  Aut<  ihaler 
is  already  available.  It  is 
worth  noting  that  the  1 .8 
million  CFC  containing 
Ventolin  Easibreathe  breath- 
actuated  inhalers  dispensed 
each  year  will  need  to  be 
replaced  with  an  equivalent 
CFC-free  product.  It  is  also 
worth  noting  that  Baker 
Norton  does  not  have  a 
licence  for  a  CFC-free 
product  in  the  UK. 

This  transition  is  one  of 
the  largest  ever  mass 
changes  in  primary  care 
medication.  Starting  that 
process  now  on  an 
opportunistic  basis  for  both 
salbutamol  and 
beclomcthasone  makes  good 
sense,  both  in  the  context  of 
managing  prescriber  work 
loads  and  in  allowing 
adequate  time  to  inform  and 
educate  patients. 
Dr  Richard  Spiers 
Medical  director 
3M  HealthCare 


Council  member 
calls  for  greater 
transparency 

In  recent  weeks,  the  Royal 
Pharmaceutical  Council  has 
come  under  fire  for  the  lack 
of  transparency  on  a  number 
of  matters. 

Since  my  election  to  the 
Council  in  1995,1  have 
campaigned  vigorously  for 
open  management  in  all 
aspects  of  Council  work. 
Some  issues  are  more 
difficult  to  change  than 
others,  and  having  spent 
four  long  years  trying  to 
persuade  my  Council 
colleagues  to  adopt  a  more 
open  and  accountable 
method  of  payment  for 
themselves,  I  have  been 
forced  to  take  the  issue  to  the 
membership. 

Recent  letters  to  the 
Pharmaceutical  Journal 
have  asked  why  apparently 
only  two  members  of 
Council  have  credit  cards  for 
expenses  and  questioned  the 
level  of  payments  made 
without  receipts.There  has 
been  no  official  comment 

I  was  delighted  to  read  my 
local  LPC  report,  which  listed 
all  payments  by  name  in  a 
very  transparent  fashion  - 
why  has  the  Council  sought 
to  frustrate  such  reform  for 
so  long?  Rumours  abound 
about  such  payments  and  yet 
the  figures  are  never 
presented.  As  a  member  of 
Council  I  have  no  problem  in 
these  payments  being  made 
public,  especially  when  there 
are  those  within  the 
membership  that  believe  that 
such  payments  run  into 
thousands  of  pounds. 

I  have  badgered 
numerous  treasurers  about 
the  system,  which  has 
allowed  members  of  Council 
to  claim  allowances  and 
expenses  without  the 
presentation  of  receipts. 

In  the  modern  era  of 
corporate  governance  such 
practice  should  be 
questioned.  It  is  too  easy  to 
forget  that  the  Society  is 
funded  in  part  by 
membership  fees  and  yet  a 
single  night  allowance  would 
consume  the  majority  of  a 
full-time  membership  fee. 
Without  the  need  to  present 
receipts,  the  system  allows 
Council  members  to  claim 
allowances  irrespective  of 
whether  an  actual  expense 
has  been  incurred. 


The  Council  is  full) 
aware  of  my  complete 
frustration  at  the  lack  of 
progress  and  my  intention  to 
go  public  on  this  issue.  I 
believe  the  model  to  be 
unsatisfactory,  ambiguous 
and  inequitable.  I  hope 
that  finally  my  actions  will 
ensure  greater  transparency 
on  this  matter. 
Andrew  J  Burr 
Nuneaton,  Warwickshire 

UniChem  says  it's 
business  as  usual 
for  eclipse  week 

I  was  surprised  to  read  in 
your  issue  dated  July  10  that 
AAH  Pharmaceuticals  feels  it 
necessary  to  reduce  its 
deliveries  to  once  a  day  for 
pharmacists  in  Cornwall, 
during  the  forthcoming 
eclipse  week. 

At  UniChem  we  intend  to 
maintain  a  twice  daily 
delivery  service  wherever 
possible  throughout  the 
period,  and  will  provide 
motorcycle  back-up  if  heavy 
traffic  creates  problems. 

We  do  not  feel  that  this 
event  is  a  reason  to  reduce 
our  normal  service  and, 
equally,  we  will  not  be 
encouraging  our  customers 
to  order  extra  stock  in 
advance  on  a  pay  later  basis, 
especially  in  the  light  of  the 
recent  PPRS  price  cut 
notification.  It  is  unrealistic 
for  a  pharmacist  to  order  an 
additional  week's  stock  of 
pharmaceuticals. 

The  eclipse  will  obviously 
be  a  busy  time  in  Cornwall, 
from  which  pharmacists  can 
benefit. We  intend  to 
maintain  our  normal  high 
standard  of  service  to  ensure 
that  our  customers  achieve 
the  maximum  rewards 
possible. 
Martyn  Ward 
Sales  and  marketing 
director 
UniChem 

Wholesalers  not 
to  blame  for 
shortages 

Full-line  wholesaler  members 
of  BAPW  were  incensed  to 
read  the  unfounded 
accusation  made  by  Andrew 
Kay  that  they  were 
stockpiling  bulk  packs  of 


generics  (Cc-'DJuly  24,p37). 
He  is  cordially  invited  to  visit 
Members' warehouses  to 
view  the  empty  generic 
shelves.The  fact  is  that  they 
are  just  not  available  in  bulk 
or  in  patient  packs,  and  as  a 
result  wholesalers  are  losing 
money. 

It  is  our  view  that  the 
shortages  are  principally  due 
to  Regent  Laboratories  still 
not  being  back  in 
production,  manufacturing 
difficulties  with  patient  packs 
and  some  shortline 
wholesalers  taking 
advantage  of  bulk  buying 
where  price  increases  are 
forecast.  It  will  be 
"interesting"  to  see  who  has 
stock  available  when  the 
price  increases  come  into 
force  -  perhaps  readers 
could  let  me  know! 
Michael  Watts 
Executive  director 
British  Association  of 
Pharmaceutical 'Wholesalers 

Number  changes 
are  necessary 

The  telephone  number 
changes  that  have  recently 
been  announced  have  not 
been  entered  into  lightly. 

The  changes  came  from 
the  Government's  own 
telecoms  regulator,  OFTEL, 
rather  than  from  BT.They 
were  brought  about  because 
six  areas  of  the  UK  are 
running  out  of  numbers  and 
action  had  to  be  taken. The 
changes  will  also  be  used  to 
introduce  a  more  readily 
understood' family 'of 
numbers. 

It  is  now  the  responsibility 
of  the  UK  telephone 
licensed  operating 
companies  to  implement 
the  technical  changes 
necessary  in  their  networks 
and  to  tell  everyone  about 
them. 

All  the  phone  companies 
are  working  together  on 
communicating  the  code 
and  number  changes 
through  their  Big  Number' 
campaign. 

Information  on  all  aspects 
of  the  code  and  number 
changes  for  both  consumers 
and  businesses  is  available  on 
The  Big  Number  web  site 
(www.numberchange.org) 
or  by  calling  the  freephone 
helpline  0808  22  4  2000. 
Peter  F  Clark 
Co-ordinator  National  Code 
&  Number  Change 
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Service  is  key  to  any  customer  relationship.  It  is  identified  as  one  of  UniChem's 
core  values.  Considerable  investment  in  technology  and  infrastructure  including  an 
expanding  delivery  fleet  will  ensure  we  continue  to  exceed  your  expectations.  Your 
Single  Point  of  Contact  will  provide  you  with  a  personal  link  to  all  of  the  services  that 
UniChem  provides  and  ensures  you  are  never  without  the  expertise  you  may  require. 
In  short  we  will  cover  every  angle  to  give  you  the  dedicated  service  you  deserve. 


UniChem 

Delivering  Healthcare 


ERVICE 


UniChem  Ltd.,  UniChem  House,  Cox  Lane,  Chessington,  Surrey  KT9  1SN.  Tel:  0181  391  2323. 


Less  dyskinesia 
with  ropinirole 


TUr :;m  pregnaet 
women  smoke 

One  in  three  women  smoke  during 
their  pregnancy  and  a  quarter  of  them 
light  up  within  the  first  quarter  of  an 
hour  of  waking  up,  according  to  new 
research  from  the  Health  Education 
Authority. 

Women  whose  partners  smoked 
were  four  times  more  likely  to  be 
smokers  themselves  than  those  whose 
partners  did  not  smoke.  In  addition, 
women  relied  on  healthcare  profes- 
sionals to  bring  up  the  subject  of 
smoking.  HEA  senior  research  manag- 
er Dr  Lesley  Owen  said:  "Our  research 
shows  that  pregnant  women  expect  to 
be  asked  about  their  smoking.  When 
the  issue  isn't  raised,  many  women 
interpret  this  as  meaning  that  it's  OK 
to  carry  on  smoking." 

The  new  figures  coincide  with  the 
launch  of  a  new  government  advertis- 
ing campaign  to  persuade  pregnant 
women  to  give  up.The  No  Tar!  Mum' 
campaign,  which  is  being  backed  by 
TV  presenter  Sharron  Davies  and  ex- 
Coronation  Street  actress  Tina  Hobley, 
will  include  radio  commercials, 
posters  and  leaflets.  Material  can  be 
obtained  for  display  in  pharmacy  from 
the  National  Smoking  Education 
Programme  on  Of 71  413  1900. 


Schering  Health  Care  is  introducing  an 
innovative  patient  support  pro- 
gramme to  improve  compliance  with 
HRT,  and  it  is  has  also  commissioned  a 
comprehensive  audit  of  compliance. 

Its  'Living  Well;  Loving  Life'  pro- 
gramme aims  to  provide  women  with 
practical,  accurate  and  easy-to-follow 
information  about  health  issues  associ- 
ated with  the  menopause.  It  is  intend- 
ed to  encourage  women  to  make  an 
informed  choice  about  taking  HRT, 
and,  if  they  do  opt  for  therapy,  to  use  it 
correctly  and  take  it  for  longer. 

The  programme  has  been  devel- 
oped in  conjunction  with  Dr  Mark 
Porter,  CP  and  medical  broadcaster 
and  Dr  Val  Godfree,  deputy  director  of 
the  Amarant  Trust  .A  key  element  of  the 
programme  is  a  quarterly  magazine, 
produced  in  association  with 
Woman's  Realm,  which  includes  fea- 
tures on  health-related  topics  such  as 
breast  health  and  bone  health,  a  prob- 
lem page  headed  by  Dr  Porter,  and 
additional  lifestyle  and  beauty  fea- 
tures. Patients  can  request  a  magazine 
through  their  local  GP  or  pharmacist. 


A  new  landmark  study  has  found  the 
anti-Parkinson's  drug  ropinirole  to  be 
IS  times  less  likely  to  cause  dyskinesia 
than  the  gold  standard  levodopa. 

The  second  generation  dopamine 
agonist  ropinirole,  marketed  by 
SmithKline  Beecham  as  Requip,  was 
found  to  be  as  effective  as  levodopa  in 
controlling  early-stage  Parkinson's  dis- 
ease, but  with  fewer  of  the  typical 
involuntary  body  movement  side- 
effects.  Ropinirole  was  also  found  to 
delay  the  need  to  initiate  levodopa 
treatment  for  up  to  five  years. 

In  the  double-blind  controlled 
study,  268  patients  were  randomised 
to  receive  either  ropinirole  or  lev- 
odopa, with  supplementary  levodopa 
given  to  either  group  if  required. 
Results  showed  over  a  third  of  the 
ropinirole  group  achieved  symptom 
control  over  a  five  year  period  without 
the  addition  of  levodopa.  However, 
those  who  needed  a  top-up  required  a 


Four  information  videos,  are  also 
available  free  of  charge  via  a  reply  paid 
card  inserted  in  each  issue  of  the  mag- 
azine. The  videos  focus  in  more  detail 
on  the  topics  of  breast  awareness, 
health}'  heart,  skin  and  bone  health, 
and  mental  health/sexual  health. 

Schering  Health  Care  has  also  com- 
missioned Dr  Rob  Home,  director  of 
the  Centre  for  Health  Care  Research  at 
the  University  of  Brighton,  to  under- 
take a  comprehensive  audit  of  non- 
compliance with  HRT  and  why 
women  discontinue  therapy.  Currently 
only  one  in  five  eligible  women  take 
HRT  and  after  nine  months,  around 
half  of  these  will  have  discontinued 
therapy.  The  audit  will  also  review  the 
impact  of  the  Living  Well  patient  pro- 
gramme and  identify  areas  for  further 
research  and  patient  support  material. 

Results  of  the  audit  are  expected  in 
the  autumn  and  a  more  detailed 
patient  survey  is  also  taking  place  with 
a  proposed  date  for  publication  of 
Summer  2000. 
Schering  Health  Care  Ltd. 
Tel:  01444  232323. 


very  much  lower  dose  of  levodopa  to 
control  symptoms  than  those  treated 
with  levodopa  alone  (427mg/day  vs 
753mg/day). 

Overall  46  per  cent  of  levodopa 
patients  experienced  dyskinesias  com- 
pared to  20  per  cent  in  the  ropinirole 
group.The  relative  probability  of  dysk- 
inesias was  15.2  times  higher  in  the 
levodopa  group  than  in  patients  on 
ropinirole  alone. 

Professor  David  Brooks;  consultant 
neurologist  at  Imperial  School  of 
Medicine  at  the  Hammersmith 
Hospital,  said:  "The  data  demonstrates 
that  ropinirole  is  a  first  line  option 
for  the  initial  treatment  of  early 
Parkinson's  disease." 

Levodopa  is  used  in  around  75  per 
cent  of  patients.  However,  the  dose 
and  frequency  of  the  drug  needs  to  be 
increased  as  the  disease  progresses, 
thus  increasing  the  risk  of  irreversible 
dyskinesias. 

Migraine  sufferers 
dissatisfied  with 
treatment 

Migraine  sufferers  arc  dissatisfied  with 
current  treatments  and  are  suffering 
symptoms  unnecessarily,  according  to 
the  largest  UK  survey  of  migraine 
patients  for  over  20  years. 

Some  10,000  migraneurs  responded 
to  the  UK  Migraine  Patient  Survey  con- 
ducted by  Dr  Andrew  Dowson,  direc- 
tor of  the  King's  College  Headache 
Service  in  London.  Two-thirds  of  the 
respondents  felt  they  could  not  con- 
trol their  migraine  at  all  or  only  fre- 
quently and  an  almost  equal  propor- 
tion were  dissatisfied  with  current  and 
previously-tried  medication  and  were 
looking  for  a  better  alternative. 

As  many  as  a  quarter  of  respondents 
had  not  consulted  their  doctor,  17  per 
cent  of  whom  did  not  believe  their 
doctor  would  treat  the  matter  serious- 
ly enough.  Some  56  per  cent  were 
using  analgesics  to  treat  their 
migraine. 

The  survey  was  supported  by  a 
grant  from  Merck  Sharp  &  Dohme. 


IN  BRIEF 


Infanrix  vaccine  from  SB 
Infanrix  is  a  new  combined  diphthe- 
ria, tetanus  and  acellular  pertussis 
(whooping  cough)  vaccine  for  use  as 
a  pre-school  booster  in  children. 
Infanrix  (0.5ml  pre-filled  syringe, 
basic  NHS  price  £1 1)  is  available  on 
an  FP10  since  it  is  not  being  sup- 
plied centrally. 

SmithKline  Beecham  Pharma- 
ceuticals. 

Tel:  01707  325111. 

Celiprolol  generics  arrive 
Norton  Healthcare  and  Generics 
[UK]  have  both  launched  their  own 
brands  of  celiprolol  Tablets  200mg 
and  400mg  (basic  NHS  price  £18 
and  £36  respectively  for  28-tablet 
packs). 

Generics  [UK]  Ltd. 
Tel:  01 707  853000. 
Norton  Healthcare  Ltd. 
Tel:  08705  020304. 

Roferon-A  new  indication 
Roferon-A  (interferon  alfa-2a)  has 
become  the  first  adjuvant  treatment 
for  patients  with  stage  II  malignant 
melanoma  who  are  free  of  disease 
following  surgery.  The  new  indication 
follows  study  results  which  showed 
that  Roferon-A  at  a  dose  of  3miu  for 
18  months  significantly  prolonged 
relapse  free  survival  at  three  and  five 
years.  Roche  has  also  introduced  a 
new  Cartridge  presentation  of 
Roferon-A  (18miu/0.6ml)  for  use 
with  the  Roferon-Pen  device. 
Roche  Products  Ltd. 
Tel:  01707  366000. 

Ziagen  now  available  in  UK 
Glaxo  Wellcome's  new  HIV  drug 
Ziagen  (abacavir)  has  now  been 
launched  in  the  UK  (see  Scripts 
Specials  July  17,  pi  6).  Abacavir  is 
a  nucleoside  reverse  transcriptase 
inhibitor  for  use  in  tripe  nucleoside 
therapy.  The  basic  NHS  price  for 
Ziagen  300mg  x  60  tablets  is 
£238.50  and  £63.60  for  Ziagen  Oral 
Solution  20mg/ml  x  240ml. 
Glaxo  Wellcome  UK  Ltd. 
Tel:  0181  990  9000. 

Innovace  Melt  discontinued 
Merck  Sharp  &  Dohme  is  discontinu- 
ing Innovace  Melt  because  of  low 
uptake  of  the  new  formulation. 
Innovace  Melt  was  launched  in 
January  1998. 
Merck  Sharp  &  Dohme  Ltd. 
Tel:  01 992  467272. 


Schering  tackles  HRT  compliance 
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Now  SMA  LF  offe 
more  welcome  relie 


Next  time  parents  have  tried  everything, 
but  still  can't  relieve  their  baby's  colic, 
you  could  help  by  recommending 
SMA  LF*  It's  a  Lactose-Free  feed  specially 
developed  for  lactose  intolerance  -  a 
condition  which  may  be  associated 
with  colic  in  some  young  babies! 
Studies  have  shown  Lactose  Free 
feeds  can  help  reduce  crying  time  and 
colic  symptoms.1 

Another  area  where 
SMA  LF  may  help 

Research  has  also  shown  that  up  to 
50%  of  babies  who've  had  a  bout 
of  gastro-enteritis,  can  develop 
lactose  intolerance*  for  an  average 
of  2-8  weeks.3 

I    As  the  only  whey-based  feed  for 
babies  without  lactose,  with  a 
similar  taste  and  nutrient  content 
to  infant  formulas,  parents 
can  be  reassured  that  SMA  LF 
won't  upset  their  baby's  feeding 
routine. 

Welcome  benefits 
for  you 

Nutritionally  complete  and 
suitable  for  use  from  birth, 
SMA  LF  is  'ACBS'  approved 
and  currently  being  heavily 
promoted  to  doctors  and 
health  visitors  -  so  make 
sure  you  benefit  by  keeping 
it  in  stock. 

FOR  ORDERING 
INFORMATION 
PLEASE  CONTACT 
YOUR  WHOLESALER 


'ANT  NOTICE.  Breast  feeding  is  best  for  babies.  SMA  LF  is  a  nutritionally  complete  feed,  suitable  from  birth  onwards 
nts  and  children  who  are  wMerarrt  to  lactose.  This  product  is  not  suitable  for  individuals  who  are  allergic  to  cow's  milk 
who  suffer  from  galacibsaemia  or  those' requiring  a  galactose  free  diet.  Medical  guidance  should  always  be  sought. 


REFERENCES:  1.  Kearney  PJ,  et  al.  A  trial  of  lactase  in  the  management  of  infant  colic.  Journ  of  Hum  Nutr  and 
Dietet  1998; 11:  281-285.  2.  Saavedra  JM,  et  al.  Current  Concepts  in  Lactose  Malabsorption  and  Intolerance 
Annu.  Rev.  Nutr  1989;9:  475-502.  3.  Davidson  CP,  et  al.  Incidence  and  duration  of  lactose  malabsorption  in 
children  hospitalised  with  acute  enteritis:  Study  in  a  well-nourished  urban  population.  The  lourn  of  Paed 
1994;105:4  587-590. 

SMA  Nutrition,  Huntercombe  Lane  South,  Taplow,  Maidenhead,  Berks,  SL6  OPH.  Tel:  0845  776  2900. 
*  *  SMA  and  SMA  LF  are  Trade  Marks.  ■  2  730029/3/99 


SPECIAL  FEEDS  FOR 
DIFFERENT  NEEDS 


Wist  a  trip  to 
Copenhagen  with 
Compeed 

Coloplast  is  launching  a  Pharmacy  of 
the  Year  Award,  with  a  prize  of  a 
weekend  break  in  Copenhagen  for  all 
tlie  pharmacy  staff. 

Starting  on  Monday  August  2, 
pharmacies  will  be  judged  by  Pharraa 
representatives  against  a  series  of 
business  criteria,  including  a 
Compeed  window  display,  the 
merchandising  of  Compeed,  their 
understanding  of  moist  wound 
healing,  and  performance  against  a 
Compeed  sales  target. 

At  the  end  of  October,  the  1 3 
Pharma  reps  will  each  nominate  the 
best  pharmacy  in  their  region.  Each  of 
the  13  finalists  will  win  a  staff  party 
and  the  pharmacy  with  the  best 
overall  performance  will  win  a  trip  to 
Copenhagen  for  all  their  staff. 

A  leaflet,  outlining  how  the  scheme 
works,  and  a  comprehensive  PoS  kit, 
including  T-shirts,  baseball  caps, 
window  stickers  and  posters,  is  being 
mailed  out  to  pharmacies. 
Coloplast  Ltd. 
Tel:  01733  392009. 


Rennie  Duo  for  heartburn  and 
indigestion  relief 


Rennie  Duo  is  a  dual  action  liquid 
formulation  containing  a  rafting 
agent  to  relieve  heartburn,  and 
antacids  to  relieve  indigestion. 

Targeting  the  severe  indigestion' 
category,  the  product  will  be  backed 
by  a  £5  million  national  television 
and  press  campaign  starting  this 
autumn.  Rennie  Duo  contains 
calcium  carbonate  1 ,200mg, 
magnesium  carbonate  I40mg  and 
sodium  alginate  300mg  in  10ml. The 
usual  dose  is  10ml  after  meals  and  at 
bedtime. 

It  has  a  relatively  low  sodium 
content  and  can  be  recommended  in 
pregnancy,  although  it  should  be 
avoided  by  people  on  strict  low 
sodium  diets. About  10  per  cent  of 
the  calcium  is  absorbed,  making  it 
less  suitable  for  patients  with  kidney 
disease.  It  should  be  taken  one  or 
two  hours  after  those  antibiotics 


towering  trial  of  Solpadeine  tablets 


SmithKline  Beecham  expects  to 
attract  new  Solpadeine  users  with  a 
new  trial  pack  containing  six  tablets 
in  three  single  dose  sachets  at  a  price 
of  £0.99. 

Trial  is  key  for  Solpadeine,  as 
research  shows  that  loyalty  is  higher 
than  for  any  other  branded 
analgesic,  with  nine  out  often 
people  who  try  Solpadeine 
saying  they  will  buy  it  again. 

With  46  per  cent  of 
analgesic  purchases  made  on 
impulse,  the  new  eye-catching, 
counter-top  dispensing  tower 
is  ideally  placed  to  assist 
pharmacists  at  the  point  of 
sale.The  tower  holds  24  packs,  | 
which  come  in  a  convenient 
pocket-sized  format. 

The  trial  packs  will  be 
av  ailable  with  extensive 
distribution  from  early  August 
while  stocks  last.A  £300,000 
regional  press  campaign  will 
run  throughout  September  and 
October,  along  with  PR  activity  " 
and  PoS  including  shelf  cdgers 
window  friezes  and  window 
cards, 


A  special  price  for  the  trial  pack 
tower  only  will  represent  higher  than 
usual  margins  for  the  trade  at  SO  per 
cent  profit. 

SmithKline  Beecham  Consumer 

Healthcare. 

Tel:  0181  560  5151. 


whose  absoq)tion  might  be 
affected  by  calcium. 

Although  the  product  is 
GSL,  sales  are  restricted  to 
Pharmacy-only  and  Roche 
Consumer  Health  intends  to 
promote  prescription  use  with 
a  mailing  to  gastro-enterologists 
and  GPs.Advertising  will  also 
appear  in  GP  publications. 
Public  relations  will  include 
editorial  in  national  and  regional 
newspapers  and  mainstream 
magazines. 

There  is  a  training  programme 
for  pharmacy  staff,  and  PoS 
includes  consumer  leaflets  and  a 
counter/shelf  display. 

The  company  will  sponsor 
National  Indigestion  Week,  to  be 
launched  on  October  1 1 ,  using  Dr 
Hilary  Jones  to  help  raise  awareness 
of  indigestion  and  heartburn. 


Packed  in  plastic  bottles  for 
portability,  Rennie  Duo  comes  in  a 
trial  50ml  size  (£0.99),  standard 
180ml  (£3.39)  and  500ml 
prescription  pack  (£5.14). 
Roche  Consumer  Health. 
Tel:  01707  366000. 


No  clock-watching  with  Diah-Limit 


Packaging  for  Diah-Limit,  the 
loperamide-based  anti-diarrhoeal 
treatment,  now  includes  the  image  of 
a  stopwatch  to  reflect  the  speed  with 
which  this  treatment  works. 

Each  Diah-Limit  capsule  contains 
2mg  of  loperamide,  and  a  pack  of  six 


capsules  retails  at  £2.49.  Loperamide 
has  a  GSL  licence  so  Diah-Limit  can  be 
sold  within  self-selection  areas. 

Diah-Limit  is  distributed  through 
Palmer  &  Harvey  and  UniChem. 
The  Wallis  Laboratory  Ltd. 
Tel:  01582  413614. 


Germ-free  hands  with  new  Savlon  Gel 


Savlon  is  launching  a  new  biocidal 
Hand  Hygiene  Liquid  Gel,  which 
ensures  germ-free  hands  without  the 
use  of  soap  and  water. 

The  new  gel  is  designed  for  use 
inside  and  outside  the  home  to  clean 
hands  hygienically  and  prevent 
possible  contamination,  in 
preparation  for  cleansing  wounds  for 
first  aid.  In  laboratory  tests,  the  gel  has 
been  shown  to  effectively  kill  more 
than  99.9  per  cent  of  pathogens  on 
the  skin.  It  is  only  for  use  on  the 
hands  and  must  not  be  used  directly 
on  wounds. 

Savlon  s  Hand  Hygiene  Liquid  Gel 
is  available  in  sachets  (ten, £1.79), 
which  are  ideal  for  first  aid  kits,  and  as 
a  75ml  bottle  (£2.19)  for  home  use. 


Novartis  Consumer  Health  is 
supporting  the  new  Hand  Hygiene 
Liquid  Cel  advertising,  trade 
marketing  campaigns  and  PR  activity 
throughout  1999  and  2000. 
Novartis  Consumer  Health. 
Tel:  01403  210211. 


1 2  Chemist  &  Druggist  3 1  JULY  1 999 


5f  H-6TK  8flJT'tM(lij|  19SB: 


A 

Premium 
Offer  for 
Premium 
Profits 


'ou  can  expect  your  profits  to  hit  a  premium  this 
utumn  with  Roche  Diagnostics  -  makers  of  the 
JK's  best  selling  blood  glucose  testing  system. 

very  customer  who  purchases 
ie  Glucotrend"  Premium  will  be 
ble  to  receive  the  compatible 
:AMIT»  Diabetes  Management 
oftware  [worth  £99) 
iBSOLUTELY  free 

AM  IT 'software  allows  your  customers  to  take  even 
reater  control  of  their  diabetes  by  enabling  them  to 
ownload  their  blood  glucose  results  onto  their  PC. 

lucotrend8  Systems,  offering  patients  Virtually 
ain-free  Testing,  already  outsell  their  nearest  rivals 
/  4:1.  A  widespread  consumer  advertising  campaign 
id  attention  grabbing  P.O.S.  is  sure  to  generate 
iterest  -  and  even  more  sales. 


LUCOTREND 


® 


r  information  call  0800  701000 

ontact  your  local  Roche  Diagnostics  Representative 


Counte* 


Fast  track  t< 

fingernails 


New  Fast  Dry  One  Coat  Nail  Polish 
from  Collection  2000  promises  rich, 
glossy  colour  from  a  single  quick- 
drying  coat. The  pigment-rich 
formula,  specially  created  to  help 
strengthen  and  protect  nails,  also 
features  Collection  2000's  unique 
Triple  Resin  System  acrylic  hardener 
for  improved  wear. 

The  quick-drying  polish  is  available 
in  seven  shades,  ranging  from  metallic 
silver,  to  dark  ink  and  vivid  red. 

The  brush  is  designed  for  precise, 
even  application  and  the  formula  is 
toluene-  and  formaldehyde-free. 

A  10ml  bottle  retails  at  £1.79. 
Collection  2000. 
Tel:  01695  50078. 


Winter  gifts  from 
Woods  of  Windsor 


Four  new  ranges 
from  Miners 

Miners  International  is  ringing  the 
changes  for  faces,  lips  and  nails. 

A  new  range  of  foundations  and 
powders  called  B*Natural  twist  up 
foundation  and  Bimpressed  pressed 
powder  have  been  launched.The 
foundation  (£3  99)  comes  in  three 
shades  and  is  presented  in  a  clear 
twist  up  case.The  powder  (£,2.99) 
comes  in  five  shades.  Both  are  suitable 
for  all  skin  types  and  tones. 

Liptwister  lipsticks  and  lip  balms 
come  in  a  variety  of  aromas  and 
flavours.  Each  Liptwister,  retailing  at 
±1 .99,  combines  two  shades  and 
flavours  that  can  be  used  separately 
or  together.Also  for  the  lips  are  Fruity 
Lip  Jellies  (£,1 .99)  in  a  range  of  shades 
and  flavours  including  strawberry, 
coconut,  banana  and  mango. 

Fruity  Flavas  scented  nail  colours 
(£1.75)  come  in  ten  shades,  which 
once  applied  give  off  a  fruity  aroma. 
The  bottles  can  be  displayed  in  a 
stand  which  holds  36  nail  colours. 
Paul  Murray  pic. 
Tel:  01703  268444. 


Simple  but  stylish  new  gift 
presentations  for  Christmas  1999 
herald  Woods  of  Windsor's  move 
into  the  new  millennium. 

Contemporary  gift  sets  are 
available  in  the  classical  floral 
fragrances  of  Lavender, Wild  Rose, 
Lily  of  the  Valley,  Forget-me-Not, 
Mimosa,Violet  and 
Freesia,  as  well  as 
the  invigorating 
fragrance  of  Woods 
of  Windsor  for 
gentlemen. 

For  children, 
there  is  a  selection 
of  presentations 
from  the  range  of 
Beatrix  Potter 
children's  toiletries 

A  new  festive 


introduction  is  a  gift  set  containing 
Vaporising  Oil  and  Ring,  available  in 
Cinnamon  &  Orange,  Lily  of  the 
Valley  and  lavender. 

Prices  for  the  gift  sets  start  at 
£3-95  and  all  are  under  £15. 
Woods  of  Windsor. 
Tel:  0118  9313820 


Embarrassing  moments  for  Oxy 


Oxy  on  the  Spot  is  back  on  TV  with 
its 'embarrassing  moments' 
commercial,  which  first  appeared  on 
screens  last  year. 

The  £750,000  national  campaign, 
which  breaks  on  August  2  and  runs 
until  September  30,  is 
timed  to  reach 
teenagers  during  the 
holidays. The  theme, 
Whatever  else  puts 
you  on  the  spot  -  it 
needn't  be  spots', 
continues  the  brand's 
tradition  of  empathy 
with  its  target 
audience  through 
humour.  Although  the 
focus  of  the  ad  is  Oxy 
On  the  Spot  -  the  first 


GSL  spot  treatment  to  contain 

benzoyl  peroxide  -  it  is  expected  to 

have  a  halo  effect  across  the  range. 

SmithKline  Beecham  Consumer 

Healthcare. 

Tel:  0181  560  5151. 


CUTE 'EM 


The  Look  of  the  Future  from  Wella 


Wella  has  completed  its  youth- 
targeted  campaign  to  find  the  Shaders 
&  Toners  Look  of  the  Future,  in  a 
nationwide  model  competition. 

The  winner  was  Katie  Scott,  aged 
15,  who  will  appear  on  the  front  of 
Shaders  &  Toners  packs.  She  also  wins 
a  one-year  modelling  contract  with 
top  London  model  agency 
M&P  Management.  M&P 
was  so  impressed  with 
the  entrants  that  it  will 
also  be  offering  modelling 
contracts  to  four  of  the 
finalists. 

The  campaign  had  a 
total  consumer  impact  of 
30  million  and  attracted 
over  1,600  entries.  Would- 


be  models  were  invited  to  enter  via  a 
dedicated  Shaders  &  Toners  web  site, 
650  Photo-Me  booths,  a  link  up  with 
High-Street  stores,  Bliss  magazine,  as 
well  as  350,000  postcards  distributed 
throughout  secondary  schools. 
Wella  Great  Britain. 
Tel:  01256  320202. 


Essential  information: 

Daktarin™  Cream.  Presentation:  White 
cream  containing  miconazole  nitrate  2% 
w/w.  Indications:  Treatment  of  fungal 
infections  of  the  skin  and  super-infection 
due  to  Gram-positive  bacteria.  Dosage:  Apply 
twice  daily  and  continue  for  ten  days  after 
lesions  have  disappeared.  Precautions  and 
warnings:  Discontinue  if  hypersensitivity 
occurs.  Use  with  caution  in  pregnancy. 
Price:  £3.20,  15g  tube  Legal  category: 
P  PL:  0242/0016.  PL  Holder:  Janssen-Cilag 
Ltd,  Saunderton,  High  Wycombe,  Bucks 
HP14  4HJ.  Date  of  Preparation:  March  1999. 
Essential  Information:  Daktarin'"  Powder 
Presentation:  White  powder  containing 
miconazole  nitrate  2%  w/w.  Indications: 
Treatment  of  fungal  infections  of  the  skin 
and  super-infection  due  to  Gram-positive 
bacteria.  Dosage:  Apply  twice  daily  and 
continue  for  ten  days  after  lesions  have 
disappeared  Contra-indications,  precau- 
tions and  warnings:  Not  for  hair  or  nail 
infections.  Discontinue  if  hypersensitivity 
occurs.  Use  with  caution  in  pregnancy. 
Price:  £3.20,  20g  tub  Legal  Category: 
P.  PL:  0242/0017.  PL  Holder:  Janssen-Cilag 
Ltd,  Saunderton,  High  Wycombe,  Bucks 
HP14  4HJ.  Date  of  Preparation:  March  1999. 
Essential  Information:  Daktarin'"  Oral  Gel 
Presentation:  White  gel  containing 
miconazole  2%  w/w.  Indications:  Treatment 
and  prevention  of  fungal  infections  of  mouth. 
Dosage:  Apply  a  small  amount  of  gel  directly 
to  the  affected  area.  Children  0  to  6  years 
twice  daily.  Adult  and  children  over  6,  four 
times  daily.  Continue  treatment  for  up  to 
2  days  after  symptoms  have  cleared. 
Precautions,  warnings:  Consult  doctor 
if  pregnant.  Interactions:  Oral  miconazole 
may  interact  with  anticoagulants,  anti- 
epileptics  or  hypoglycaemic  drugs.  Side 
Effects:  Mild  Gl  disturbance.  Price  £3.99, 
15g  tube.  Legal  category:  P  PL:  0242/0048. 
PL  Holder:  Janssen-Cilag  Ltd,  Saunderton, 
High  Wycombe,  Bucks  HP14  4HJ.  Date  of 
Preparation:  March  1999. 
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HUM' 


NO 

NO  JOCK  ITCH. 

NO  RING  WORM. 

NO  ORAL  THRUSH. 

NO  ATHLETE'S  FOOT. 

NO  INFECTED  NAPPY  RASH 


MO  DOUBT  ABOUT  WHAT  TREATMENT  YOU  SHOULD  BE  RECOMMENDING. 


There's  no  better  broad  spectrum  treatment  than  Daktarin  for  sweat  rash  and  common  fungal  skin 
and  mouth  infections.  It's  available  in  three  presentations  -  including  powder  with  a  special  drying 
effect  -  allowing  customers  to  choose  what's  most  comfortable  and  convenient  for  them.  Daktarin 
R  ■'■fir  a'50  kills  both  the  fungal  and  bacterial  bugs  that  can  cause  and 

aggravate  athlete's  foot.  So  there's  no  more  effective  or  faster 
treatment  available.  So  next  time  your  customer  is  in  a  sweat 
about  a  fungal  skin  infection,  make 
Miconazole  sure  you  recommend  Daktarin. 


Daktarin.  Nothing  works  harder  on  more  fungal  skin  infections. 


CONSUMER  PHARMACEUTICALS 


on  sta  fitly 

pacesett 


where  speed  is  the  norm 


>w  1 00% 
patient  packs 


CP  Pharmaceuticals  Limited,  Ash  Road  North,  Wrexham,  LL13  9UF 
Tel:  +44  (0)  1978  661261  Fax:  +44  (0)  1978  660130 

mail@cppharma.co.uk  /  www.cppharma.co.uk 


Counte 


TV  blitz  for  Colgate  toothpastes 


Colgate-Palmolive  is  advising 
retailers  to  stock  up  across  the 
Colgate  toothpaste  range  as  it  steps 
up  support  for  three  of  its  top 
brands 

A  four-month  blitz  of  nationwide 
TV  advertising  will  feature  Colgate 
Total,  Colgate  Whitening  and  Colgate 
Sensation,  as  part  of  a  £20.9  million 
spend  on  oralcare  this  year. 

The  Colgate  Total  campaign  is  on 
TV  from  September  13  for  four 
weeks.  It  highlights  the  paste's  12- 
hour  protection  and,  shown  at  peak 
times  across  a  broad  range  of 
programmes,  it  will  be  seen  by  the 
target  audience  of  18-44-year-old 
housewives  at  least  once. 

The  Dive  commercial  for  Colgate 
Sensation  is  back  on  air  until  August 
22,  and  has  already  helped  push  the 


brand's  sterling  share  up  to  4.3  per 
cent  over  the  past  1 2  months. 

New  Colgate  Whitening 
toothpaste  is  back  on  air  from 
August  23  for  three  weeks.  During 
this  burst,  the 
commercial,  Gk 
set  in  a  school 
classroom, 
will  be  seen 
by  74  per 
cent  of  its 
target 
audience  a 
minimum  of 
three  times. 

Colgate- 
Palmolive  says 
the 

heavyweight 
exposure  will 


encourage  customers  to  trade  up  to 
added  value  lines,  generating 
additional  profit  for  retailers. 
Colgate-Palmolive  (UK)  Ltd. 
Tel:  01483  302222. 


Twice  as  good  with 
Konica's  summer 
promotion 

Konica's  new  summer  film  promotion 
is  a  Buy  two  get  two  free'  offer  with  a 
difference. 

The  recommended  retail  price  of 
£7.98  and  trade  price  of  £4.44 
applies  regardless  of  whether  the 
pharmacist  or  customer  selects 
Konica  Centuria  ISO  100, 200  or  400 
24  exposure  film. 

The  promotion  offer  extends  to 
36-exposure  films  but  the  retail 
price  is  £9.98  with  a  trade  price  of 
£35.60. 

The  special  offer  films  are 
packaged  in  eye-catching  boxes  to 
maximise  impact.  Stocks  are  limited. 
Konica. 

Tel:  0181  751  6121. 


Macleans  Whitening  twins  in  stain  prevention  campaign 


The  Macleans  Whitening  twins  are 
back  on  air  this  summer  with  a  new 
advertisement  that  highlights  the 
paste's  stain  prevention  properties. 

The  national  campaign,  with  a 
spend  of  £1 .7  million,  uses  30-second 
slots  and  breaks.  It  starts  on  August  3 
for  four  weeks,  to  coincide  with  the 
new 'stain  prevention'  message 
appearing  on  the  pack. 

The  twins  have  proved  their  worth 


in  previous  campaigns,  with  Macleans 
Whitening  reaching  a  9  9  per  cent 
share  peak,  after  the  last  TV  burst  in 
May. 

The  brand's  leading  position  in  the 
whitening  sector  was  justified  by  its 
performance  in  laboratory  tests 
carried  out  for  BBC  TV's  Watchdog 
Face  Value'.  It  was  the  most  effective 
out  of  ten  leading  whitening  pastes. 
9  Macleans  The  Toothbrush  will  also 


get  the  TV  treatment  with  a 

concurrent  campaign  featuring  a 

series  of  ten  second  commercials. 

SmithKline  Beecham  Consumer 

Healthcare. 

Tel:  0181  560  5151. 


ON  TV  NEXT  WEEK 


Arrid  XX:  All  areas  except  U,  CTV 


Beconase  Allergy:  Sat 


Canesten  Once:  car,  C4 


Dettol  Moisturising  Handwash:  a,  m,  Car,  C4 


Diflucan  One:  B,  y,  c,  lwt,  car,  tt 


Fujiffilm  Multi:  C,  A,  HTV,  M,  CAR,  C4,  GMTV,  Sat,  C5 
Imodium  Plus:  All  areas  

Just  for  Men  hair  colourants: 


areas 


Nytol:  All  areas  except  C 


Oxy:  All  areas  except  U,  CTV,  GMTV 


Pearl  Drops  toothpolish:  C4,  C5,  Sat 


Poli-Grip:  GTV,  l),  STV,  G,  Y,  C,  A,  HTV,  W,  M,  CAR,  TT 

Seabond  denture  fixatives:  b,  g,  y,  tt,  ca 

Setlers:  All  areas  except  C  

Sudocrem  antiseptic  healing  cream:  c,  GMTV 


Valerina  Night  Time:  c.w,  m 


Vitalegs  herbal  gel:  gmtv 


Zi:  C4,Sat 


Zirtek:  gvita 


A  Anglia,  B  Border,  C  Central,  C4  Channel  4,  C5  Channel  S,  CAR  Carlton, 
CTV  Channel  Islands,  G  Granada,  GMTV  Breakfast  Television,  GTV  Grampian, 
HTV  Wales  &  West,  LWT  London  Weekend,  M  Meridian,  Sat  Satellite, 
STV  Scotland  (central),  TT  Tyne  Tees,  U  Ulster,  W  Westcountry,  Y  Yorkshire 


BE  PREPARED  FOR  THIS  WEEK'S 

ULTRA  HOT  SPOTS 


Hot  Spot 

Temp  °C 

Bodtum 

34 

Malaga 

34 

Algarve 

33 

Tunis 

32 

Athens 

32 

Mallorca 

32 
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problems  of  seeing  red 


Pharmacist  and 
optometrist 
Marvyn  Elton 
describes  the 
treatment  of 
choice  of  some 
common 
ophthalmic 
problems 

A patient  arrives  at  the 
pharmacy  with  a  red, 
discharging  eye, 
wanting  to  see  the 
pharmacist.There  are 
some  important 
questions  the  pharmacist  can  ask  the 
patient  to  differentiate  between  the 
various  causes  of  red  eye  and  give  the 
appropriate  treatment. 

Blepharitis 

Blepharitis  means  inflammation  of  the 
eyelid  margin.  It  is  a  common 


People  with  diabetes  are 
more  prone  to  blepharitis 

condition  in  the  middle-aged  and 
elderly.  People  with  diabetes  are  more 
prone  to  it.  Blepharitis  has  an 
association  with  acne  rosacea  and 
also  with  seborrhoeic  dermatitis  in 
which  the  patient  has  oily  skin. 

Signs  and  symptoms  vary  according 
to  whether  the  condition  is  mild, 
moderate  or  severe. 

The  lower  eyelid  margin  is 
inflamed  and  there  may  be  dandruff- 
like scales  in  the  eyelashes  and  the 
eyelashes  may  look  oily,  as  in 
seborrhoeic  blepharitis. 

Symptoms  include  itchy,  gritty  eyes. 
The  eyes  may  be  sore,  red,  and  the 
patient  may  complain  of  blurred 
vision  between  blinks. 


Treatment 

Lid  cleansing  is  the  first  line  of 
treatment.  Several  eye-casualty 
departments  in  hospitals  recommend 
the  following  regime:  two  parts  baby 
shampoo  in  ten  parts  of  warm  water 
in  a  cup;  then  pull  down  the  lower 
eyelid,  dip  some  cotton-wool  in  the 
solution  and  wipe  along  the  base  of 
the  eyelashes  twice  a  day  until  the 
patient  does  not  have  any  more 
symptoms.  If  this  is  unsatisfactory,  an 
antibiotic  ophthalmic  ointment,  such 
as  chloramphenicol,  can  be  rubbed 
into  the  lower  eyelid  or  a  three-month 
course  of  an  antibiotic  -  tetracycline 
or  doxycycline  -  can  be  tried. 

Dry  eye 

This  has  an  association  with 
blepharitis.  Symptoms  can  include  a 
gritty  eye  or  a  sore  eye. Artificial  tears 
containing  hypromellose  are  the 
mainstay  of  treatment.The  carbomer 
94(1  preparations  are  more  viscous 
and  stay  in  contact  with  the  front  of 
the  eye  longer. 

Often  a  patient  may  complain  of  an 
itchy,  gritty  eye  and  this  is  diagnosed 
as  a  dry  eye  when  in  fact  the 
underlying  cause  is  blepharitis. 

Conjunctivitis 

The  conjunctiva  is  a  highly 
vascularised  mucous  membrane 
covering  the  white  of  the  eye  (sclera). 


An  example  of  viral 
conjunctivitis 

Viral  conjunctivitis 

This  is  usually  caused  by  one  of  the 
adenoviruses.Ten  of  the  31  different 
serotypes  of  adenovirus  have  been 
implicated  in  causing  eye  infection'. 
The  childhood  viral  illnesses  -  for 
example  mumps,  measles  and 
chickenpox  -  can  cause 
conjunctivitis. 

Often  the  patient  will  have  an 
accompanying  viral  infection,  such  as 
a  cold,  or  has  had  one  in  the  recent 
past,  so  there  may  be  cough,  fever, 
malaise  or  swollen  lymph  nodes. 

Signs  and  symptoms  include  a  red 
eye  with  watery  discharge.The 
pharmacist  could  ask  if  the  patient  has 
a  cold  now  or  has  had  one  recently. 
The  patient  may  have  a  palpable  pre- 
auricular node  which  is  painful.This 
node  is  in  front  of  the  middle  of  the 
ear  and  can  be  inflamed  in  a  viral 
infection  (pre  auricular 


Follicles  in  the  lower  tarsal 
conjunctiva 

lymphadenopathy).There  may  be 
follicles  (lymphoid  structures)  in  the 
lower  tarsal  conjunctiva. 

Treatment 

No  treatment  is  usually  indicated  and 
the  patient  can  be  reassured  that  the 
condition  will  resolve  within  two 
weeks. 

Bacterial  conjunctivitis 
Babies  often  present  to  the 
pharmacist  with  a  sticky  eye'.The 
most  common  cause  of  bacterial 
conjunctivitis  is  Staphylococcus 
aureus  (55  per  cent  of  bacterial 
infections).The  next  most  common 
cause  is  the  Streptococcus  species 
(for  example,  Streptococcus 
pneumoniae),  which  causes  20  per 
cent  of  infections.They  are  Gram 
positive  organisms. 

Signs  and  symptoms  include  a  red 
eye  with  a  yellowy  discharge.The 
patient  will  often  wake  up  with  the 
eyelashes  and  eyelids  stuck  together 
by  this  purulent  discharge,  which  can 
be  wiped  away  easily. 

This  usually  differentiates  a 
bacterial  conjunctivitis  from  a  viral 
conjunctivitis  where  there  is  a  watery 
discharge. 

Treatment 

Chloramphenicol  drops  and/or 
ointment  is  the  most  popular 
treatment  for  bacterial  conjunctivitis. 
It  is  bacteriostatic  but  is  not  effective 
against  Pseudomonas  or  Chlamydia. 

The  drops  should  be  instilled  ever)' 
two  hours  for  the  first  24  to  48  hours, 
then  four  times  a  day  for  another  four 
to  five  days.The  ointment  can  also  be 
used  at  night. 

Another  favourite  treatment  is 
fusidic  acid  ophthalmic  gel,  which  is 
bactericidal  and  bacteriostatic.  It  is 
more  effective  against  Gram  positive 
organisms  than  Gram  negative 
organisms  and  is  useful  against 
Staphylococcus. 

Propamidine  is  the  only 
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Upper  palpebral 
conjunctiva 
underneath  top 
eyelid 


Pupil 

Lower  palpebral  conjunctiva 
-  can  view  this  on  pulling 
down  lower  eyelid 


Bulbar  conjunctiva 
Cornea/iris 


antibacterial  ophthalmic  preparation 
available  as  a  pharmacy  medicine, 
presented  as  drops  and  ointment. 
Propamidine  is  bacteriostatic.  It  is 
more  effective  against  Gram  positive 
than  Gram  negative  organisms,  but,  as 
stated  in  the  BNF,  it  is  questionable 
whether  propamidine  eye  drops  are 
of  any  value  against  bacterial  eye 
infections,  although  they  are  used  in 
acanthamoeba  keratitis.  It  is  licensed 
for  use  from  one  year  of  age. 

The  quinolone  antibiotic  eye-drops 
ofloxacin  and  ciprofloxacin  are 
effective  against  Pseudomonas 
aeruginosa  and  can  be  combined 
with  gentamicin  eye-drops  in  the 
hourly  treatment  of  corneal  ulcers, 
which  are  more  common  in  soft 
contact  lens  wearers. 

Chlamydial  conjunctivitis 
Chlamydia  are  intermediate  between 
viruses  and  bacteria.  Chlamydial 
infection  is  a  sexually  transmitted 
disease  and  is  prevalent  in  young 
adults. 

Chlamydial  conjunctivitis  typically 
occurs  between  five  and  14  days  after 
birth  and  is  the  most  common  cause 
of  infective  conjunctivitis  in  the 
neonate.  Discharge  can  range  from 
clear  (serous)  to  purulent. 

The  parents  should  be  investigated 
for  a  genital  infection.Treatment  for 
the  neonate  is  with  erythromycin 
suspension  and  chlortetracycline 
ophthalmic  ointment  for  two  to  three 
weeks. 

In  adults,  the  discharge  can  range 
from  clear  to  purulent. A  pre-auricular 
lymphadenopathy  may  be  present. 
Using  a  slit-lamp,  large  follicles  can 
usually  be  seen  in  the  lower  tarsal 
conjunctiva  on  pulling  down  the 
lower  eyelid  and  sometimes  also  in 
the  upper  tarsal  conjunctiva. 
Conjunctival  swabs  can  confirm  the 
diagnosis. 

Treatment  consists  of  tetracycline 
or  erythromycin  to  eradicate  the  gut 
and  genital  reservoir  and 
chlortetracycline  ophthalmic 
ointment  given  for  three  weeks. 

Fortunately,  chlamydial 


conjunctivitis  is  much  less  common 
than  viral  or  bacterial. 

Allergic  conjunctivitis 
Around  20  per  cent  of  the  population 
have  an  allergy  of  one  sort  or  another 
and  about  one-third  of  these  have 
ocular  symptoms2. 

Seasonal  allergic  conjunctivitis  (hay 
fever)  is  an  allergy  to  pollen  and 
perennial  allergic  conjunctivitis  is  an 


allergy  all  year  round,  for  example,  to 
animal  fur.  house-dust  mite  etc. 

The  most  important  symptom  is 
ocular  itching.  Other  signs  and 
symptoms  include:  red  eye,  watery 
discharge,  chemosis  (ballooning  out 
of  part  of  the  conjunctiva),  papillae 
(inflammatory  structures  on  the 
upper  tarsal  conjunctiva  under  the 
upper  eyelid). Allergic  conjunctivitis  is 
usually  bilateral. 

Treatment 

Antihistamine  tablets  are  the  most 
popular  treatment  for  most  hay  fever 
symptoms,  but  unfortunately  they 
work  best  before  histamine  release 
has  occurred. 

The  fastest  treatment  for  eye 
symptoms  is  sodium  cromoglycate  2 
per  cent  eye-drops  which  are  claimed 
to  work  within  two  to  three  minutes. 
They  can  also  be  used 
prophylactically.  Sodium 
cromoglycate  is  a  mast-cell  stabiliser 
and  therefore  prevents  the  release  of 
histamine  and  the  other  inflammatory 
mediators.  Sodium  cromoglycate  is 
licensed  for  use  from  one  year  of  age. 

Another  alternative  is  eye-drops 
combining  an  antihistamine, 
antazoline,  with  a  vasoconstrictor. 


xylometazoline.  Sympathomimetics 
should  be  avoided  by  patients  with 
unstable  hypertension,  diabetes,  heart 
problems  or  hyperactive  thyroid,  as 
well  as  patients  who  have  taken 
monoamine  oxidase  inhibitors  within 
the  previous  two  weeks. 

Tlie  recently  introduced 
antihistamine  eye-drops,  levocabastine, 
are  claimed  to  work  within  minutes. 
Licensed  for  use  from  nine  years  of 
age,  they  can  be  used  only  for  a 
maximum  of  four  weeks  per  year. 

When  to  refer 

If  a  patient  has  a  painful  eye  or 
blurred  vision  or  is  very  photophobic 
(sensitive  to  light),  then  referral  to  the 
doctor  is  necessary. These  symptoms 
could  include  more  serious 
ophthalmic  conditions  like  iritis  or 
herpes  infection.  Blurred  vision  could 
also  be  caused  by  retinal  problems 

References 

1.  JJ  Kanski  (1994) 'Clinical 

( Iphthalmology'Third  Edition,  Chapter 
4. 

2.  C  Seamone  and  WB  Jackson  (1995) 
Immunology  of  the  External  Eye' in 
Volume  a  of  Duane's  Clinical 
Ophthalmology. 


Conjunctival  degenerations 


Pingueculae  appear  as 
yellow  or  yellowy- white 
raised  areas 

There  are  other  conditions  affecting 
the  conjuctiva,  with  which 
pharmacists  may  need  to  be  familiar, 
although  they  would  not  be  treated 
in  the  pharmacy 

1  Pinguecula 

Pingueculae  usually  represent  an  age- 
related  degeneration.They  may  be 
associated  with  exposure  to 
ultraviolet  light. 

They  appear  as  yellow  or  yellowy- 
white  raised  areas  on  the  bulbar 
conjunctiva  (above).  Histologically, 
there  is  degeneration  of  the  collagen 
fibres  (protein)  in  the  conjunctival 
stroma  (the  main  layer  which  makes 
up  the  conjunctiva). 

In  nearly  all  cases,  they  do  not 
cause  any  discomfort  and  most 
people  don't  even  notice  them. 

They  may  become  inflamed  which 


causes  discomfort,  in  which  case 
topical  steroid  drops  can  be  used. 

2  Pterygium 

This  is  a  horizontal  'wing'  of 
fibrovascular  connective  tissue 
which  grows  from  the  outermost 
corner  of  the  eye  towards  the  cornea 
and  can  be  considered  to  be  an 
overgrowth  of  the  bulbar  conjunctiva 
(right).  Ninety  per  cent  occur  on  the 
nasal  side  of  the  eye'. 

Histologically,  there  are  similarities 
with  Pingueculae,  including 
subepithelial  degeneration  of  collagen 
tissue.  Pterygia  are  more  common  in 
hot  climates,  so  the  pharmacist  can 
ask  if  the  person  comes  from  a  hot 
country  or  goes  on  holiday  frequently 
to  a  hot  climate.There  is  thus  an 
association  with  high  levels  of  UVA 
and  UVB  rays.  Prevalence  is  as  high  as 
22  per  cent  in  equatorial  areas  and 
less  than  2  per  cent  in  latitudes  above 
40  deg  C.-'There  is  also  an  association 
with  hot,  dusty  climates. 

Treatment 

No  treatment  is  indicated  unless  the 
patient  complains  about  it  or  the 
pterygium  encroaches  onto  the 
pupil,  thus  reducing  vision. 

If  this  is  the  case,  treatment 
involves  surgical  removal.The 
pterygium  can  recur.  A  number  of 
adjunctive  therapies  can  be  used  to 


Pterygium  grows  from  the 
corner  of  the  eye  towards 
the  cornea 

reduce  recurrence  such  as 
mitomycin  C  and  beta  radiation. 

3  Concretions 

These  may  be  considered  a 
conjunctival  degeneration. 

They  are  small,  yellow-white 
deposits  which  commonly  occur  in 
the  lower  palpebral  conjunctiva  in 
the  elderly.  They  may  be  seen  if  the 
lower  eyelid  is  pulled  down.They 
consist  mainly  of  calcium  and  are 
usually  asymptomatic. 

If  they  do  give  a  foreign-body 
sensation,  they  can  be  easily  removed 
with  a  needle. 
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eating  the  spinach 


What  advice 
might 

pharmacists  give 
about  preventing 
age-related  eye 
diseases? 

Recent  studies  have 
suggested  that  anti- 
oxidants can  protect 
against  cataract  and 
age-related  macular 
degeneration  (AMD),  a 
disease  of  the  retina  which  gradually 
leads  to  loss  of  central  vision. There 
have  also  been  suggestions  that 
wearing  sunglasses  can  protect 
against  ultra-violet  light,  which  has 
been  blamed  for  causing  cataracts.  But 
how  convincing  is  the  evidence;1 

The  lens  and  photoreceptor  cells  in 
the  retina  are  both  believed  to  be  at 
risk  of  oxidation  from  free  radicals 
produced  by  sunlight,  cigarette  smoke 
and  other  factors. 

The  macula  lutea  or  yellow  spot 
on  the  central  retina  contains  the 
highest  concentration  of 
photoreceptor  cells  and  is  the  area  of 
greatest  visual  acuity.  It  contains  two 
yellow  carotenoids  -  lutein  and 
zeaxanthin  -  which  are  thought  to  act 
as  anti-oxidants  and  as  a  blue  light 
filter  against  damaging  short  wave 
light. This  layer  of  pigment  may  be 
thinner  in  people  with  AMD. 

A  multi-centre  study  compared  the 
dietary  intakes  of  carotenoids  and 
vitamins  A,  C  and  E  in  356  cases  of 
advanced  AMD  compared  with  520 
controls. Those  with  the  highest 
carotenoid  intake  had  a  43  per  cent 
lower  risk  of  AMD  compared  with 
those  with  the  lowest  intake,  and  it 
was  the  macula  carotenoids,  lutein  and 
zeaxanthin,  that  were  most  strongly 
associated  with  the  decreased  risk. A 
high  lutein  intake  was  nearly  6mg  a 
day,  compared  with  mean  intakes  for 
European  countries  of  between  0.5mg 
and  4mg  daily  (Seddon  et  alJAMA 
1994;272:1413-20). 

Other  research  has  shown  that 
increasing  the  intake  of  lutein  and 
zeaxanthin,  either  from  food  or 
supplements,  can  increase  the  density 
of  the  pigment  in  the  macula  lutea. 
The  nest  dietary  sources  of  these 
compounds  are  spinach,  red  peppers, 
kale,  broccoli,  peas  and  celery. 


Age-related  macular  degeneration  is  a  major  cause  of  sight  loss 


Lutein  and  zeaxanthin  are  also 
found  in  the  lens  and  may  protect 
against  cataracts.  In  a  study  of  more 
than  36,000  male  physicians,  those 
consuming  the  largest  amounts  of 
these  anti-oxidants  were  18  per  cent 
less  likely  to  develop  cataracts,  but  no 
other  carotenoids  were  associated 
with  this  reduced  risk.The  most 
protective  foods  were  spinach, 
broccoli,  corn  and  tomato  sauce 
(Brown  Let  al,AmJ  Epidem  1998; 
l47:S54,Abst  213). 

Other  studies  have  suggested 
possible  protective  effects  of  vitamins 
C,  E  and  beta-carotene  in  preventing 
AMD  and  cataract.The  Longitudinal 
Stud)'  of  Cataract,  which  included  764 
participants,  found  that  nuclear 
opacities  (clouding  of  the  lens  interior) 
were  less  likely  to  progress  in  those 


people  who  regularly  took  vitamin  E 
supplements  or  who  had  higher 
plasma  vitamin  E  levels  (Leske  MC  et 
al  Ophthalmology  1998;  105:831-836). 

Further  evidence  may  emerge  from 
a  ten-year,  multicentre  study  involving 
over  4,000  people  aged  55-80.  Initiated 
by  the  US  National  Eye  Institute,  the 
age-related  eye  disease  study  (ARED) 
began  in  1995  and  will  assess  the 
effects  of  vitamins  C  and  E,  beta- 
carotene  and  zinc  on  the  development 
and  progression  of  AMD  and  cataract. 

Advice 

But  where  do  ophthalmologists  stand 
when  it  comes  to  giving  advice? 

Philip  Bloom,  consultant 
ophthalmic  surgeon  at  London's 
Western  Eye  Hospital,  believes  the 
current  evidence  in  favour  of  anti- 


The  disorders 


Age-related  macular  degeneration  (AMD)  is  the  most  important  cause  of  per- 
manent sight  loss  in  the  UK.  It  Is  estimated  that  one  in  50  Britons  aged  65  and 
over  will  be  affected. 

AMD  is  on  irreversible  disease  of  the  retina,  resulting  in  a  gradual  loss  of  central 
vision,  making  everyday  activities  such  as  reading,  driving  and  even  recognising 
faces  increasingly  difficult.  Cellular  waste  products  or  drusen  collect  in  the  mac- 
ula lutea,  the  central  part  of  the  retina  associated  with  finely  detailed  vision. 
Light-coloured  eyes  are  thought  to  be  more  susceptible  to  AMD  and  exposure 
to  the  sun  may  be  a  contributory  factor.  There  is  usually  no  cure,  although  a  few 
cases  may  be  helped  by  laser  treatment,  so  prevention  may  become  increas- 
ingly important  as  the  population  ages. 

In  cataract,  protein  changes  in  the  lens  make  it  less  transparent.  Instead  of  light 
passing  through  to  form  a  clear  image  on  the  back  of  the  retina,  protein  clumps 
scatter  the  light  resulting  in  double  or  blurred  vision  and  less  vivid  colour  per- 
ception. Although  cataract  can  lead  to  blindness  if  untreated,  new  surgical  tech- 
niques mean  that  cataracts  can  be  treated  effectively  at  an  early  stage. 
Most  cataracts  are  age-related.  Many  over-65s  develop  mild  lens  opacity,  but  it 
is  not  known  why  some  go  on  to  develop  severely  visually-disabling  cataracts. 
There  may  be  metabolic  causes,  most  commonly  diabetes  in  which  abnormal- 
ities in  glucose  metabolism  change  the  lens  protein  structure. 


Table:  Drugs 
associated  with  eye 
changes 

Tamoxifen,  chloroquine,  major 
tranquillisers  -  maculopathies 
Amiodarone  -  corneal  changes 
(reversible  on  stopping)  and  optic 
neuropathy 

Flecainide,  indomethacin  -  corneal 
deposits 

Long-term  systemic  steroids 
(particularly  over  15mg 
prednisolone  daily)  -  cataract 


oxidants  in  preventing  AMD  is  more 
convincing  than  that  for  cataract 
prevention. 

"Many  AMD  specialists  recommend 
the  use  of  prophylactic  supplements 
containing  anti-oxidant  vitamins  C 
and  E,  beta-carotene,  zinc  and 
selenium,  which  may  delay  or  halt  the 
maculopathy.  but  the  evidence  is  by 
no  means  overwhelming  and  some 
experts  believe  it  is  frankly  lacking, 
more  so  in  the  case  of  cataract. 

"But  probably  the  most  powerful 
argument  is  that  these  supplements 
don't  do  any  harm  and  they  may  be 
beneficial,  particularly  if  the  diet  is 
inadequate.  I  try  to  be  realistic  and  tell 
patients  that  all  we  are  doing  is  trying 
a  long-term  plan  to  reduce  their  risk 
of  developing  the  condition." 

He  recommends  a  supplement  to 
patients  who  already  have 
maculopathy  in  one  eye  and  are 
therefore  at  risk  of  developing 
complications  in  the  other  eye.As  well 
as  age,  other  risk  factors  are  trauma, 
high  myopia,  certain  rare  connective 
tissue  disorders  and  the  presence  of 
hyaline  bodies  in  the  retina. 

Some  drugs  are  implicated  in  eye 
damage  and  he  recommends  that 
pharmacists  advise  patients  who  are 
taking  these  drugs  long  term  to  have 
regular  eye  checks  and  report  visual 
disturbances  to  the  GP  (see  table). 

On  the  question  of  sunglasses,  he 
says  protection  may  be  less  relevant 
in  the  UK  than  in  developing 
countries. 

"It's  difficult  to  know  with  absolute 
certainty  whether  the  high  incidence 
of  cataract  in  Africa  and  India  is 
related  to  exposure  to  sunlight  or  to 
the  regular  dehydration  that  co-exists 
with  sunlight  in  the  intense  heat.  In 
the  UK  this  is  less  of  an  issue,  but 
travellers  who  spend  long  periods  in 
hot,  sunny  countries  should  be 
advised  to  wear  sunglasses  in  bright 
sunlight." 
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What's  going  on 
in  the  ear  and 
eyecare  markets 

Consumer  confidence  means 

pharmacy's  loss 

Although  the  total  OTC  eyecare 

market  is  growing  at  about  4  per  cent, 

pharmacy  sales  are  declining  at  6.5 

percent. 

Crookes  Healthcare  attributes  this 
decline  to  consumers  having  greater 
confidence  in  self  selection, 
particularly  when  they  arc  looking  for 
products  for  daily  relief  from 
environmental  factors,  and  the  fact 
that  eyecare  products  are  increasingly 
available  from  non-pharmacy  outlets. 

Supermarkets  and  drugstores  now 
account  for  £6  million  of  the£29m 
market.  But  pharmacies  still  account 
for  £1 2m  and  a  survey  last  December 
found  that  31  per  cent  of  consumers 
preferred  to  buy  from  a  pharmacy 
when  they  wanted  to  treat  a  specific 
eye  problem. 
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Fresh  Eyes  is  positioned  as  a 
daily  regime 

Says  Mark  Sidey,  senior  product 
manager  for  Optrex:"With  consumers 
being  more  proactive  in  eyecare  self- 
medication  on  a  daily  basis,  it  is 
imperative  that  pharmacists  take 
advantage  of  this  opportunity  and 
merchandise  brands  in  the  main  area 


of  the  store  where  footfall  and 
consumer  browsing  are  high." 
Sore  eyes  are  common 
An  average  3  million  eye  problems  are 
reported  every  six  months,  with  sore 
eyes  and  conjunctivitis  the  most 
common  conditions,  according  to 
research  by  Rhone-Poulenc  Rorer. 

While  the  problems  usually  last  six 
days,  treatment  is  given  only  for  two 
or  three  days.  Conjunctivitis  lasts  an 
average  13  days  per  episode,  with  a 
higher  proportion  of  days  treated  (83 
percent). 

Marketing  manager,  Christine 
Robinson,  says:"Our  research 
indicated  that  30  per  cent  of 
individuals  who  reported  eye 
problems  as  a  short-term  ailment  are 
aged  6S  and  over.  Pharmacists  are 
well  placed  to  give  advice  to  these 
people." 

The  pharmacy  guide  on  eye 
conditions'  is  available  from  RPR 
consumer  services  on  freephone 
0990  133347. 


Leading  the  anti- infective 
OTC  eyecare  category 

#  Pharmadass  has  introduced  new 
packaging  for  EyeVit  nutritional 
supplement  and  is  planning 
advertising  in  health  and  women's 
magazines  within  the  next  couple  of 
months. 

For  dry  eyes 

Artelac  SDU,  recently  launched  by 
Nucare  pic,  is  claimed  to  be  the  only 
licensed  unpreserved  hypromellose 
therapy  for  dry  eye.  It  can  be  used  by 
soft  contact  lens  wearers  and  is 
suitable  for  all  forms  of  dry  eye.A 
Pharmacy  medicine,  it  will  be 
promoted  to  doctors  and  optometrists. 

Surgical  Designs  UK  recently 
launched  Vismed  lubricant  eye  drops 


The  target  of  Allergan's 
largest  campaign 

containing  sodium  hyaluronate  which 
is  said  to  form  a  long-lasting, 
transparent  coating  over  the  eye.  It 
can  be  used  while  wearing  contact 
lenses.  Preservative-free,  it  comes  in 
sterile  monodose  units.  It  is  not 
licensed  as  a  medicine  but  is  classified 
as  a  medical  device.  Patients  may  have 
it  recommended  by  ophthalmologists, 
says  the  company. 

Convenience  gains 
Multi-purpose  solutions  continue  to 
be  the  most  buoyant  sector  of  the 
£125  million  contact  lens  care  market. 


New  Oxysept  IStep  30  day 
pack 


Soft  lens  products  account  for  most 
sales  -  86  per  cent  in  the  year  to 
March-April  compared  with  80  per 
cent  the  previous  year. 

According  to  Allergan,  pharmacies 
sell  just  under  one-third  of  all  lens 
care  products,  with  the  market  made 
up  of: 

Peroxide  systems  37  per  cent 
Multi-purpose  solutions  17  per  cent 
(13  per  cent  in  1998) 
Gas  permeable  lens  care  15  5  per  cent 
Surfactant  cleaners  1 3.6  per  cent 
Salines  9  per  cent 

Protein  removers  7  per  cent 

Eye  drops  0.6  per  cent 

Allergan,  which  claims  a  50  per 
cent  share  of  the  pharmacy  market 
(excluding  Boots),  has  upgraded 
Complete  and  is  backing  the  brand 
with  a£lm  promotional  campaign. 
The  campaign,  which  includes 
advertising  in  men's  and  women's 
magazines,  is  the  company's  largest 
ever  consumer  advertising  initiative. 

Oxysept  IStep  has  been  improved 
to  be  closer  to  natural  tears,  the 
company  says,  and  is  the  only 
hydrogen  peroxide  system  with  a 
built-in  ocular  lubricant. 

Change  your  eyes 
Coloured  contact  lenses  are  a  new 
fashion  accessory  being  offered  to 
pharmacies. 

Univision  has  teamed  up  with 
Fashion  Wear  Services  to  introduce 
non-prescription  contact  lenses  in 
seven  colours  (from  £24.99  a  pair  for 
a  lens  that  can  be  worn  for  30  days). 

The  care  regime  is  similar  to  that 
for  prescription  soft  lenses.  Each  pair 
comes  with  a  leaflet  advising  on 
hygiene,  stressing  the  need  for  regular 
cleansing. 

A  counter  display  stand,  leaflets, 
window  posters,  customer  care 
leaflets  and  24  pairs  of  lenses  come  as 
a  starter  pack  costing  £336  plus  VAT, 
with  a  retail  value  of  £779.76. 

Prescription  glasses  start  slowly 
Although  60  per  cent  of  adults  wear 
prescription  glasses,  the  dispensing 

Continued  on  P24  -» 


Preservative  Free 
Easy  To  Use 
Convenient 


Unpreserved  Hypromellose 

The  only  one  with  a  UK  Licence 


Artelac*  SDU 

Available  from  wholesalers 

For  more  information  contact:  Nucare  pic  86  Northolt  Road  Harrow  Middlesex  HA2  0EL 
Tel:  0181  515  9800  Fax:  0181  515  9801  Email:  info@nucare.co.uk 


Dry  Eye  Therapy 


"In  light  of  guidance  from  the  MCA, 
the  Royal  Pharmaceutical  Society 

advises  that  a  pharmacist  receiving  a 
prescription  for  a  product  that  was  available 

both  as  licensed  and  unlicenced  medicinal 
product  should  dispense  the  licenced  product 

in  preference  to  the  unlicenced  product." 


Presentation  30x0.5ml  Single  Dose  Units,  0.32%  Hypromellose,  Trade  Price  £9.95,  Legal  Class:  P,  Product  Licence  No  PL  02748/0010 
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INTRODUCING  THE 
'.EVOLUTIONARY  NEW 
VILKINSON  SWORD 
X  DIAMOND. 


HE  SHARPEST  SYSTEMS  BLADE 
OR  A  SHARPER  BUSINESS  EDGE* 

ust  when  you  thought  razor  technology  had 
one  as  far  as  it  could,  Wilkinson  Sword 
resents  the  new  Wilkinson  Sword  FX  Diamond: 
\  revolutionary  design  that  features  the 
barpest  blade  in  the  history  of  shaving  super 
ystems* 

Wilkinson  Sword  is  the  first  razor  company 
o  harness  the  superior  strength,  durability  and 
ardness  of  diamond  technology  to  this  extent. 


■ 


Amorphous  Diamond  Blade  Coating  as  tested  under  independent 
boratory  conditions  among  permanent  shaving  systems. 


™  Each  blade  has  an  amorphous 

JMJ  diamond  coating  on  the  surface 
^9/      of  the  blade  edge,  providing  your 

customers  with 
¥/      a  smooth,  close, 
consistent  shave. 
With  its  unique  hologram  packaging  and 
a  huge  promotional  campaign  on  TV  and  in  the 
major  men's  titles,  your  customers  will  be 
demanding  the  Wilkinson  Sword  FX  Diamond 
by  name.  In  fact,  we're  expecting  it  to 
add  approximately  £15  million 
to  the  Razor  and 
Blade  market. 

Sharper  and  more 
durable*. 

Make  sure  you 
stock  the  new  FX  "     /    FX  Diamond 

replacement 

,  . — .  ,    blades  are  available 

Diamond.  .in  A  and  8  packs 

It's  a  cut  above  the  competition. 


WILKINSON 

fxDIAMOND 

The  feel  of  SmartDesignT 


■^Continued  from  P22 
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Concern  grows 
over  health  centre 
pharmacies 


service  through  pharmacies  is  stili  in 
its  infancy. 

Direct  Perception  says  that,  vv  hilt- 
its  pharmacy  stockists  continui  to 
produce  regular  orders,  the  overall 
acceptance  by  new  outlets  is  slow. 

But  marketing  director  Peter 
Philips  adds  ■"When  ibis  service  has 
been  around  for  some  time  ...then  it 
could  prove  to  be  a  boom  time  as  the 
market  (according  to  Mintel)  is  15 
million  pairs  with  an  average  retail 
price  of  XI 14.  Ours  start  at  £19.99." 

Univision  claims  that  its  pharmacy 
prescription  spectacle  service  can 
dispense  99  per  cent  of  all  optical 
prescriptions. This  includes  Varifocals, 
a  lens  used  for  distance  and  reading 
without  a  bifocal  line,  and 
Transformers,  which  darken  in  the 
sun  and  lighten  indoors. 

The  price  on  the  display  stand 
(average  £34.52)  allows  customers  to 
compare  the  savings  with 
optometrists' prices. 
For  reading 

The  reading  glasses  market,  worth  £40 
million,  is  still  experiencing  rapid 
growth,  says  Univision,  which  has  13 
styles  of  Ready  Readers.The  public  are 
increasingly  appreciating  the  value  of 
ready-made  glasses  and  are  buying 
better  quality,  higher  priced  styles. 

Direct  Perception  is  c  ipitalislng  on 
this  trend  by  offering  "upmarket" 
stands  to  help  those  pharmacies  trying 
to  give  their  premises  a  modern,  classy 
image. The  metallic  silver-grey  stands 
also  hold  accessories  as  there  is  a  move 
towards  eyecare  centres  with 
everything  in  one  place.  In  addition,  a 
lm  wide  flat  display  module,  also 
holding  accessories,  fits  on  a  shelf  or 
counter  or  hangs  on  a  slat-wall. 
Eclipsemania 

With  August  1 1  less  than  two  weeks 
away,  Eclipse  International  is  seeing  a 
steady  interest  in  Eclipse  Shades. 

Stocks  were  still  available  as  C&D 
went  to  press,  but  the  company's 
Nigel  Slain  warned:  I !  looks  like 
demand  may  outstrip  supply  at  the 
last  minute.'The  Shades  (£1.99)  are 
available  in  a  box  of  200  that  turns 
into  a  PoS  display  (£122.79  trade).Tel: 
01702  310035.  ' 


The  Protech  range  comes 
with  storage  cases 


EAR  DROPS 

Reduces  the 
need  for  syringing 


Latest  PoS  for  brand  backed 
by  £1.5m  campaign 


Blocked  ears  an  ageing  problem 
Ear  wax  build-up  is  more  common  in 
older  people,  so  the  market  for  car 
wax  removal  products  is  expected  to 
grow  modestly  over  the  next  few 
years  with  the  ageing  population. 

Up  to  2  million  people  a  year  seek 
expert  advice  on  treatment,  says 
Dendron.  Research  shows  that  two- 
thirds  of  sufferers  are  aged  45  or  over, 
of  whom  half  are  65  or  more. 

Over  half  (56  per  cent)  of  Otex 
users  are  men,  although  most 
purchasers  are  women.  Sufferers  tend 
to  have  recurring  ear  wax  build-up, 
often  more  than  once  a  year,  and 
almost  half  the  users  buy  the  product 
at  least  twice  a  year. 

Dendron  says  the  OTC  ear  wax 
market  has  grown  25  per  cent  since 
Otex  was  launched  OTC  in  1994. 
Today  it  continues  to  lead  the  £5.6 
million  market  with  a  47  per  cent 
sterling  share. The  only  ear  wax 
treatment  to  be  advertised  on 
television,  it  will  have  over  £1. 5m 
support  in  1999. 
Cut  out  the  noise 
A  new  introduction  from  Ameuro 
Products  this  summer  is  a  family  pack 
of  Protech  soft  silicone  ear  plugs, 
containing  two  pairs  of  the  standard 
adult  size  and  two  pairs  of  the 
ladies  /children's  size  for  the  same 
price  as  the  standard  pack  (£2.25). 

There  are  nine  styles  in  the  Protech 
range,  covering  sleeping,  swimming, 
showering  and  noise  reduction  needs. 
The  plugs  seal  the  outer  ear  or  fit  into 
the  ear  canal. 

National  Eye  Week 
The  aim  of  this  year's  National  Eye 
Week,  from  September  27  to  October 
3,  is  to  emphasise  the  importance  of 
good  vision  in  all  aspects  of  life. 
The  Eyecare  Information  Service  is 
still  planning  events.  Chairman  Ruth 
Gans  Cole  says:  "We  are  developing 
a  number  of  strategies  that  will 
enable  us  to  deliver  positive  eyecare 
messages  to  as  wide  an  audience  as 
possible." 

EIS  is  investigating  potential  media 
campaigns,  such  as  exploding  eye- 
care myths  and  looking  at  what  the 
future  may  hold  for  eyecare  and  eye- 
wear. Tel:  01673  857847. 


Pharmacists  in  Bridlington,  East 
Yorkshire,  fear  their  livelihoods  are 
being  threatened  by  the  movement  of 
pharmacies  into  health  centres. 

The  local  pharmaceutical  commit- 
tee has  written  to  the  health  authority 
expressing  concern  about  the  possible 
direction  of  prescriptions,  but  the  doc- 
tors are  adamant  that  they  are  not 
putting  patients  under  pressure  to  use 
the  health  centre  pharmacies. 

There  are  eight  pharmacies  and 
three  health  centres  in  the  town.  An 
independent  pharmacist  recently  relo- 
cated to  the  Station  Road  Medical 
Centre,  which  houses  three  GP  prac- 
tices (a  total  of  14  doctors).  The  doc- 
tors have  set  up  a  company,  Station 
Road  Pharmacy,  in  which  they  all  have 
a  financial  interest  and  the  pharmacist 
acts  as  superintendent.  Three  other 
pharmacists  will  be  employed  there. 

Independent  pharmacist  Dorothy 
Drury  told  C&D  she  stood  to  lose  half 
her  dispensing  business  to  the  health 
centre  pharmacy.  She  feels  more  could 
be  done  to  make  patients  aware  that 
they  can  take  prescriptions  to  other 
pharmacies. 

"It's  a  bit  like  trying  to  support  your 
village  shop  and  having  to  go  through  a 
supermarket  first,"  she  said.  She  fears 
that  patients  will  eventually  suffer 
because,  by  creaming  off  the  dispens- 
ing, the  health  centres  will  lead  to  phar- 
macy closures  and  damage  the  existing 
pharmaceutical  service.  She  has  already 
noticed  an  increase  in  OTC  turnover,  as 
patients  visit  her  pharmacy  for  items 
not  stocked  at  the  health  centre. 

The  medical  centre  manager,  Peter 
Smithson,  denied  that  patients  were 
being  pressurised  into  using  the  new 
pharmacy."We  are  trying  to  make  clear 
to  patients  that  they  can  have  their 
prescriptions  dispensed  at  any  phar- 
macy. We  are  being  very  careful  not  to 
direct  them  to  our  own,"  he  said. 

Another  practice  of  five  doctors, 
Field  House,  has  a  Selles  pharmacy  - 
now  part  of  Moss  Chemists  -  on  site 
after  a  minor  relocation  .The  pharmacy 
operates  independently  and  the  doc- 
tors have  no  financial  interest  in  it 
other  than  as  landlords  renting  the 
space. 

"The  Royal  Pharmaceutical 
Society's  inspector  has  approved  the 
layout  and  design  and  is  happy  with 
the  situation,"  a  spokesman  said. 

C&D  understands  that  two  other 


pharmacies  are  concerned  about  loss 
of  dispensing  business,  but  they  did 
not  wish  to  comment  further. 

Bob  Calvert,  East  Riding  Health 
Authority's  pharmaceutical  adviser, 
said  he  would  be  visiting  the  practices 
in  the  next  month  to  investigate  the 
complaints. 

The  third  GP  practice,  Manor 
House,  considered  whether  to  open  a 
pharmacy  last  May,  but  three  of  the 
five  doctors  voted  against  it. 

"The  matter  keeps  coming  up  and 
getting  knocked  back,"  said  practice 
manager  Chris  Colley.  "Financially  it 
would  be  a  good  move,  but  the  doc- 
tors would  lose  their  parking  spaces 
because  we  would  have  to  build  the 
pharmacy  in  the  car  park,  which  is  one 
of  our  biggest  assets." 

The  doctors  had  good  relationships 
with  pharmacies  in  the  town  and  were 
happy  with  the  service  patients 
received,  although  they  were  dis- 
turbed at  first  when  the  Station  Road 
pharmacy  opened  late  and  the  Manor 
House  patients  were  taking  prescrip- 
tions to  be  dispensed  at  another  GP 
practice. 

•  "If  you  can't  beat  'em,  join  'em,"  is 
the  attitude  of  a  Doncaster  indepen- 
dent, whose  attempts  to  move  into  a 
health  centre  pharmacy  were  thwart- 
ed in  favour  of  a  multiple.  Michael 
Brown,  who  has  owned  a  pharmacy  in 
Rossington  village  for  35  years,  applied 
to  relocate  into  a  new  health  centre 
when  the  main  GP  practice  of  12,000 
patients  moved  there.  After  the  devel- 
oper ignored  his  tender,  he  learnt  that 
the  health  authority  had  given  the 
local  Co-op  pharmacy  permission  to 
relocate  on  site  alongside  the  health 
centre.  He  approached  the  Co-op  with 
a  view  to  buying  the  relocating  phar- 
macy or  forming  a  consortium,  but 
negotiations  fell  through.  He  then 
decided  the  only  way  to  survive  was  to 
buy  a  shop  directly  opposite  the 
health  centre  and  relocate  there.  Next 
month,  after  extensive  research  into 
pharmacy  design,  he  plans  to  open  a 
stylish  new  pharmacy  complete  with 
waiting  area  with  television,  coffee 
machine  and  patients'  noticeboard. 

"I  have  done  rota  every  Sunday  and 
every  bank  holiday  for  35  years,  yet  this 
is  where  it's  got  me,"  he  says.  "But  I've 
had  huge  support  from  people  in  the 
village  and  I  hope  they  will  continue  to 
support  me  in  the  new  pharmacy." 
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ambitions 

Pfizer  Consumer  Healthcare  has 
previously  focused  on  products, 
rather  than  its  position  in  the  OTC 
corporate  ranks.  Its  new  managing 
director  wants  it  to  excel  in  both 
spheres,  as  Guy  L'Aimable  reports 


A ndrewTasker,  Pfizer 
Consumer  Healthcare's 
(PCH's)  new  managing 
director,  is  clear  about 
his  aims.  "Are  we  happy 
to  be  number  ten? 
[among  UK  OTC  companies]  No  -  we 
see  an  opportunity  to  be  significantly 
bigger  and  to  be  among  the  major 
players,"  he  says. 

This  view  seems  at  odds  with  that 
of  MrTasker's  recently  retired 
predecessor,  David  Merrington,  who 
has  said  the  company  's  ambitions  are 
not  linked  with  a  numerical  rating, 
but  to  the  desire  to  be  a  significant 
business  that  offers  and  markets 
products  pharmacists  want  (C&D 
September  13, 1997,  p26). 

Has  MrTasker  switched  PCH's 
strategy?  "It's  a  continued  focus  on 
product  development  and  where  we 
see  opportunities  for  the  future,"  he 
says."It's  not  so  much  switching 
strategy  as  the  development  of  that 
I  product  development!  strategy." 

Nearly  six  weeks  into  his  job  -  [at 
the  time  of  speaking]  -  MrTasker  had 
spent  some  time  at  Pfizcr's  global  HQ 
in  New  York  to  be  briefed  about  its 
objectives. 

Pfizcr's  worldwide  OTC  strategy  is 
to  concentrate  on  the  ethical  side  of 
OTCs,  harnessing  its  huge  resources 


for  possible  POM  to  P  switches. 

MrTasker  says  Pfizer  has  enough 
resources  to  do  a  lot  better/  We've  got 
tremendous  sales  and  marketing 
strength  in  the  UK  and  a  huge  R&D 
presence,"  he  says. 

As  Pfizer's  Sandwich  site  employs 
2,200  scientists  and  the  company  has 
invested  £875  million  in  UK  facilities 
this  decade  -  ±250  million  this  year 
alone  -  MrTasker  believes  PCH  has 
plenty  of  scope  to  select  innovative 
switches. 

PCH  can  also  rely  on  its 
development  lab,  which  has  five  staff, 
plus  a  technical  team  of  15. "From 
previous  experience,  that's  a  luxury  I 
didn't  have,"  he  says. 

Market  researcher  Key  Note  warns 
that  new  OTC  formulations  are  not 
necessarily  an  easy  route  to  big 
profits.  "As  new  formulations  are 
introduced  and  delisting  makes 
stronger  products  available,  so  the 
opportunity  for  further  misuse  and 
abuse  will  arise,"  it  says  in  its  latest 
report  on  OTCs. 

Pfizer  has  first  hand  experience  of 
product  abuse' with  Sleepia  soft  gel 
capsules,  the  sleep  aid  that  was 
already  a  success  in  the  US  when  it 
was  introduced  in  the  UK  in  1997.  In 
December  1997,  Pfizer  withdrew  the 
product  because  drug  addicts  in 
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cotland  were  allegedly  injecting  its 
ontents  with  heroin  and  methadone. 

In  fairness  to  Pfizer,  it  could  never 
ave  foreseen  such  a  development, 
particularly  as  the  product  had  been 
old  elsewhere  in  the  UK  and  US 
/ithout  any  trouble. 

Switching  products  to  GSL, 
leanwhile,  opens  up  opportunities 
)r  other  retail  outlets,  particularly 
rocers.  Key  Note  says  this  wider 
vailability  of  OTCs  will  reduce 
pharmacists' share  of  the  market. 

MrTasker  says  the  onus  is  on  OTC 
ompanies  like  PCH  to  ensure 
harmacies  remain  a  key  force  in 
)TCs.  "We  want  to  help  trade 
harmacy  customers  to  ensure  they 
nderstand  customer  needs,  so  we 
an  jointly  move  the  business 
)rward,"  he  says. 

That  understanding  creates 
onsumer  loyalty  -  MrTasker  has  seen 
le  benefits  of  this  in  the  optical 
ldustry,  where  opticians  rely  on 
ustomers  to  remain  faithful  to 
articular  outlets/That's  an  area  we 
an  continue  to  work  with  in  the 
harmacy  business.We  should  build 
alue  added  services  which  help  to 
rive  loyalty  to  an  individual 
harmacy,"  he  says. 

It's  in  PCH's  interests  to  do  so 
ecause  pharmacies  account  for  80 
er  cent  of  its  sales,  while  grocers 
ike  up  the  remainder. 

Like  many  other  OTC  companies, 
CH  offers  category  management 


schemes  which  are  tailored  to  suit 
individual  pharmacies.These  schemes 
are  backed  by  a  pharmacy  sales  force 
of  16. 

Sales  and  marketing  is  MrTasker's 
speciality,  which  he  has  fine-tuned  at 
Allergan,  Marion  Merrel  Dow,  Procter 
&  Gamble  and,  before  he  joined 
Pfizer,  Bausch  & 
Lomb,  where  he 
was  European 
director  for 
marketing, 
advertising  and 
media. 

That  background 
does  not  mean  PCH 
will  see  radical 
changes  in  the  way 
it  is  marketed 
because,  he  says,  it 
is  already  a  strong 
business.  Last  year  the  company 
enjoyed  "double  digit"  growth  that 
brought  sales  worth  around  £3^ 
million. 

The  best  performing  products 
include  Diflucan  One,  the  oral 
treatment  for  vaginal  thrush,  whose 
share  of  the  anti-fungals  market  rose 
just  over  four  percentage  points  last 
year  to  40.7  per  cent.  It  remains 
market  leader  with  sales  currently 
worth  £7.5  million. 

Another  strong  performer,  he  says, 
is  Migraleve  whose  relaunch  last  year 
helped  to  lift  sales  4  per  cent  to 
around  £10  million. The  brand  now 


has  a  4  per  cent  share  of  the  £2S0 
million  oral  analgesic  market 

MrTasker  says  Migraleve's  success 
partly  stems  from  its  status  as  a  niche 
product  in  pain  relief,  and  from  its 
popularity  with  CPs. "The  brand  is  still 
accounting  for  20  per  cent  of  the 
volume  [for  that  type  of  product]  in 
the  prescription 
market  -  that's 
coming  from  GP 
recommendation," 
he  says. 

He  believes  the 
brand  has  the 
potential  to 
accommodate  new 
variations, 
although 
'CH  has  no 
immediate  plans 
here. 

Meanwhile,  PCH's  Buttercup  range- 
has  a  5  per  cent  share  of  the  £50 
million  cough  liquids  market  and 
Galloway  has  just  over  1  per  cent. 
Buttercup  Infant  -  launched  in 
autumn  199"  -  has  a  2  per  cent  share 
of  the  £36  million  GSL  market  and  6.5 
per  cent  of  the  £12  million  children's 
cough  syrup  market. 

While  companies  like  Crookes 
Healthcare  andWeider  have  launched 
anti-cold  lozenges  with  zinc,  MrTasker 
sees  little  point  in  PCH  following  suit 
with  a  'me  too'  product.  PCH, 
however,  has  not  ruled  out  a  zinc- 
related  product  in  its  portfolio. 


providing  it  fills  a  niche  need. 

MrTasker  is  pleased  with  the 
performance  of  the  TCP  range,  whose 
sales  grew  around  6  per  cent  to  £7.5 
million  last  winter,  although  the 
product's  market  declined  6  percent. 
Pharmacists  reactions  to  the  relative!} 
new  TCP  sore  throat  lozenge,  he  adds, 
have  been  "very  positive"  and  its 
sales  are  exceeding  PCH's 
expectations. 

Looking  at  Pfizer's  global  interests, 
it's  tempting  to  conclude  that  OTCs 
remain  a  minority  interest  -  its  world- 
wide OTC  sales  of  $442  million 
remain  dwarfed  by  ethical  sales  of 
$  1 1 ,788  million.  But  MrTasker  says 
that  conclusion  would  be  wrong. 
Towards  the  end  of  last  year,  for 
example,  Pfizer  appointed  a  new  head 
of  its  International  division  -  Mike 
Unruch  -  to  develop  its  OTC  business 
in  Europe  and  Canada. 

The  omens  look  good  for  the  I  K 
OTC  market  because  the  population 
is  ageing,  and  the  Government  clearly 
wants  to  take  pressure  off  CPs  by 
encouraging  consumers  to  buy  OTCs 
for  common  ailments.These  factors 
will  help  lift  OTC  sales  nearly  19  per 
cent  to  £1.7  billion  by  2003, 
according  to  Key  Note. 

That  news  should  be  music  to  Mr 
Tasker's  ears,  as  he  prepares 
PCH's  strategy/  We'll  hope  to  see 
some  new  products  in  my 
first  year  at  Pfizer  -  you  won't  be 
disappointed." 


The 


biggest 

Cuprofen  continues  to  be  the 
Nol  recommended  analgesic 
brand  in  pharmacy1, 
and  the  best  selling  400mg  brand. 

Only  in 
pharmacy 

And  more  customers  are 

buying  Cuprofen  more  often.1  _ 


This  phenomenal  success  is  thanks  to 
pharmacy  recommendation.  That's  why 
we  continue  to  offer  premium  brand 
quality  and  performance  at  a  price  your 
customers  like,  with  the  profits  you  want 
-  and  only  in  pharmacy. 


CupMjen 

"    ,.i"»OFIN  TABLETS 


Cuproten  Maximum  Strength  Abbreviated  Product  Information 

Presentation  Pink,  him  coaled  tablets  containing  Ibuprofen  BP  400mg  Indications  For  the  relief  of  rheumatic  and  muscular  pain,  backache,  lumbago,  fibrositis,  neuralgia,  headache,  dental  pain,  migraine,  period  pain  and  symptoms  of  cold,  flu  and  tevenshness 
Precautions  Caution  should  be  exercised  in  administering  ibuprolen  to  patients  with  asthma  and  especially  patients  who  have  developed  bronchospasm  with  other  non-steroidal  agents  Special  care  should  be  taken  when  using  ibuprofen  in  elderly  patients,  in  whom 
increased  lissue  levels  may  resul!  with  an  attendant  increase  in  the  risk  of  adverse  reactions  In  patients  with  renal,  cardiac  or  hepatic  impairment  caution  is  required  since  other  use  ol  NSAID's  may  result  in  deterioration  of  renal  function  The  dose  should  be  kept  as  low 
as  possible  and  renal  function  should  be  monitored  Legal  Category  P  Product  Licence  Holder  Cupal  Limited,  King  Street,  Blackburn,  BB2  2DX  Cuprofen  is  a  Trade  Mark  of  Seton  Further  inlormalion  is  available  on  request  from  the  Licence  Holder 


iSeton 
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COMES  ALIVE 


MORE  TO  SEE,  MORE  TO  EXPERIENCE,  MORE  TO  CHOOSE  FROM 

Pharmacy  success  .n  the  new  millennium  means  better  knowledge,  better  business  practice 
and  better  customer  service.  Chemex  99  is  THE  industry  forum  which  will  prepare  you  for 
future  success.  It  focuses  on  your  needs  as  a  healthcare  professional  and  business  manager 
by  meeting  all  your  product,  professional,  business  and  educational  needs  under  one  roof. 

IN  ONE  VISIT  Y00  CAN 

J  Meet  and  do  business  with  over  160  suppliers  to  the  pharmacy  industry 
Be  updated  about  the  issues  affecting  your  business  in  free  seminars 
Benefit  from  professional  advice  from,  the  NPA,  RPSGB,  PAGB,  PSNC 
Look  to  the  future  by  visiting  the  Millennium  Shop 
Get  free  business  advice  in  the  NPA  Village 


Discover  the  latest  in  OTC  medicines  in  the  dedicated  OTC  Village 


C&D  10 


Iff  Miller  Freeman 


J  1,.  •  Royal 

■  Pharmaceutical 


.j  Society 

of  Great 


ON  01203  426  526 

For  up  to  date  information  visit  the  Chemex  site  on  www.dotpharmacy.com 


Statutory 


CDs  were  stored 


temporary  misconduct 


in  car 


A  North  Yorkshire  pharmacist  showed 
a  "wilful  disregard  i  if  his  duty  to  make 
sure  that  medicines  -  including 
Controlled  Drugs  -  were  safely  stored 
away  from  the  public. 

Royal  Pharmaceutical  Society 
inspectors  who  visited  Edward 
Green's  pharmacy  in  Malton's  Market 
Place  found  diazepam,  temazepam  and 
other  dangerous  drugs  in  a  cardboard 
box  under  his  dispensing  bench. 

Geoffrey  Hudson,  solicitor  for  the 
Society,  told  its  Statutory  Committee 
Mr  Green  had  been  warned  on  previ- 
ous occasions  about  his  failure  to 
ensure  that  adequate  control  was  exer- 
cised over  drugs  before  the  unan- 
nounced visit  on  May  20, 1998.  Society 
inspector  David  Slater  had  also  discov- 
ered Mr  Green  had  tailed  to  keep  prop- 
er records  of  drugs  he  had  supplied. 

Mr  Hudson  said  that  Mr  Green  was 
not  in  at  the  time  of  Mr  Slater's  unex- 
pected call  and  the  inspection  was  car- 
ried out  in  the  presence  of  a  locum.  Mr 
Slater  found  Controlled  Drugs  in  the 
cardboard  box  under  the  bench,  just  as 
he  had  on  two  previous  visits.  The 
Controlled  Drugs  cupboard  contained 
only  needle  exchange  packs. 

Mr  Hudson  added  that  the  Council 
alleged  the  conduct  of  Mr  Green  indi- 
cated "a  wilful  disregard  by  you  for 
your  legal  and  professional  duties  to 
ensure  that  adequate  control  is  exer- 
cised over  medicinal  products,  that 
they  are  suitably  stored  and  that  appro- 
priate records  of  supplies  are  kept". 

Mr  Green  admitted  failing  to  keep 
drugs  properly  stored  and  a  failure  to 
keep  proper  records  of  supplies,  but 
denied  the  charge  concerning  the 
drugs  cupboard.  He  also  denied  "con- 
duct unbefitting". 

At  the  time  he  had  been  suffering 
from  a  largely  undiagnosed  thyroid 
complaint,  which  had  left  him  partly 
schizophrenic.  He  accepted  that,  with 
hindsight,  he  should  have  told  Mr 
Slater  about  his  illness  and  asked  for 
help.  His  condition  had  now  improved 
greatly  and  for  90  per  cent  of  the  tiine 
he  was  fine.  He  did  not  attempt  to  dis- 
pense when  he  was  not  feeling  well. 

Gary  Flather  QC,  Committee  chair- 
man, said  it  was  "quite  clear"  that  the 
case  should  have  gone  to  a  health  com- 
mittee. Unfortunately,  no  such  health 
committee  had  as  yet  been  set  up. 

The  Committee  found  Mr  Green 
guilty  of  unbefitting  conduct,  but 
decided  not  to  strike  him  off  after 
hearing  that  he  had  been  suffering 
from  a  rare  thyroid  disease  at  the  time 
of  the  offences.  Instead,  it  decided  to 
postpone  judgement  for  a  year,  so  that 
hi:>  progress  could  be  judged  at  a  fur- 
ther hearing.  It  would  expect  a  med- 
ical report  on  his  fitness  to  practise. 


not  worthy  of  inquiry 


A  Kent  pharmacist,  who  dispensed 
drugs  other  than  those  prescribed  by 
doctors  on  four  occasions  two  years 
ago,  without  authority,  was  told  he  was 
a  credit  to  his  profession. 

Although  the  Statutory  Committee 
found  that  Narendra  Katelia's  actions 
were  misconduct,  it  was  not  such  that 
it  made  him  unfit  to  remain  on  the 
Register.  Instead,  Mr  Katelia  of 
Margate,  was  told  that  the  Committee 
was  impressed  with  his  record  in  the 
profession  over  23  years  of  practice. 

Committee  chairman  Gary  Flather 
QC  said:  "We  are  very  impressed  with 
you,  we  think  you  are  a  credit  to  the 
profession.'The  chairman's  comments 


came  after  a  hearing  in  which  David 
Bradly,  for  the  Society,  outlined  the 
details  of  four  incidents  that  occurred 
in  the  autumn  of  1997.  In  all  four  mat- 
ters a  different  drug  was  given  to 
patients,  other  than  that  which  had 
been  prescribed,  amounting  to  generic 
substitution. 

Mr  Katelia  believed  that  the  skin 
problems  he  was  having,  for  which  he 
was  taking  anti  histamines,  had  left 
him  feeling  low.  He  was  also  having  dif- 
ficulties with  a  water  leak  in  his  phar- 
macy that  was  being  investigated  by 
the  local  Water  Board.  This  also  meant 
that  his  recently  refurbished  pharma- 
cy had  to  be  explored  to  find  the  leak. 


The  Committee  was  sure  "that  there 
was  no  practice  of  routine  substitu- 
tion.We  are  positive  that  Mr  Katelia  did 
not  enter  into  this  with  a  view  to  mak- 
ing a  profit  at  all  ". 

The  Committee  had  difficulty  in  say- 
ing that  his  conduct  amounted  to  seri- 
ous professional  misconduct.Although 
misconduct  was  proved,  it  wasn't  such 
as  to  render  him  unfit  to  remain  on  the 
Register. 

Mr  Flather  then  dismissed  the  appli- 
cation before  going  on  to  say  that  it 
was  his  personal  opinion,  that  if  he 
had  known  more  about  the  case,  he 
would  have  regarded  it  as  one  that  did 
not  merit  an  inquiry. 


Poor  standards  that  didn't  improve  lead  to  striking  off 


A  Walsall  pharmacist,  whose  business 
was  inspected  16  times  since  1993 
because  of  poor  standards  and  proce- 
dures, has  been  struck  off. 

The  Statutory  Committee  of  the 
Royal  Pharmaceutical  Society  was  told 
that,  despite  being  kept  under  close 
scrutiny  by  one  of  its  inspectors,  who 
made  two  to  three  visits  a  year,  stan- 
dards were  found  to  have  deteriorated 
rather  than  improved  by  May  1998. 

Also,  a  visit  to  Mohammad  Yasin 
Sohawon's  pharmacy  in  Walsall,  West 
Midlands  in  May  of  this  year,  found  him 
sorting  through  unused  medicines  for 
resale,  despite  there  being  no  batch 
numbers  or  expiry  dates  on  them. 

Mr  Sohawon  admitted  the  poor  stan- 
dards and  practices  at  his  pharmacy, 
which  included  an  open  and  unlocked 
Controlled  Drugs  cabinet,  unlabelled 
prepacks  of  drugs  on  dispensary 
shelves,  as  well  as  the  sorting  of 


unidentified  tablets  recovered  from 
trays  prepared  for  the  nursing  home, 
and  the  intention  to  re-use  them  with- 
out a  batch  number  or  expiry  date. 

He  also  admitted  misconduct  on  the 
basis  of  these  allegations. 

Society  inspector  Jill  Williams,  who 
made  about  15  visits  to  the  premises, 
told  the  Committee  that  when  she 
went  to  the  premises  in  May  last  year, 
she  found  standards  in  the  dispensary 
had  deteriorated.  This  was  in  contrast 
to  her  previous  visit  in  October  1997 
when  matters  seemed  to  have 
improved. 

Mark  Aaronberg,  for  Mr  Sohawon, 
said  his  client  completely  accepted  all 
the  allegations  against  him  and  accept- 
ed misconduct.  His  client  was  contrite 
and  remorseful  and  had  not  made  any 
silly  excuses  or  offered  any  such  expla- 
nations. "His  position  was  that  he 
knew  what  was  in  the  trays  and  he 


knew  what  medication  the  patients 
were  on  ...  He  did  not  believe  that  he 
was  putting  anybody's  life  in  danger," 
said  Mr  Aaronberg. 

Committee  chairman  Gary  Flather 
QC  said  although  they  were  told  of  Mr 
Sohawon's  acrimonious  divorce  and 
the  pressure  of  filling  a  nursing  home 
contract,  the  contract  was  lost  in 
January  of  this  year  and  the  divorce 
was  also  clearly  over. 

"What's  he  doing  in  May  1999  when 
these  stresses  have  gone?  We  represent 
the  interests  of  the  public  and  we  real- 
ly don't  think  they  should  be  exposed 
to  this  kind  of  lack  of  grip  of  urgency," 
said  Mr  Flather. 

The  Committee  regarded  his  actions 
as  those  of  serious  professional  mis- 
conduct as  "too  much  over  too  long  a 
period.  We  ask  if  there's  any  other  way 
...  than  striking  off  -  we  conclude 
there's  no  other  way." 


Trading  from  unlisted  company  leads  to  reprimand 


An  Ipswich  pharmacist,  who  allowed 
her  premises  to  continue  trading, 
despite  knowing  thaft  the  company 
had  been  struck  off,  has  been  repri- 
manded. 

Rabinder  Thind,  of  Hornchurch, 
Essex,  also  admitted  Pharmacy-only 
medicines  were  sold  in  the  absence  of 
a  pharmacist. 

Mrs  Thind  told  the  Statutory  com- 
mittee that  at  the  time  when  she  was 
visited  by  a  Society  inspector  in  1997, 
she  had  become  obsessed  with  trying 
to  save  her  premises,  located  in 
Woodbridge  Road,  Ipswich,  from  the 
threat  of  closure.  The  threat  came 
about  when  a  nearby  health  centre 
decided  to  locate  a  Llovds  chemist 


within  its  premises.  This  would  have 
put  her  Christchurch  pharmacy  com- 
pany into  jeopardy  and  she  felt  she  had 
a  responsibility  to  her  staff  to  try  and 
protect  their  jobs. 

"I  became  preoccupied  with  trying 
to  resist  the  proposal.  I  went  to  see 
other  pharmacy  owners,"  she  told  the 
Committee.  She  realised  that  she 
neglected  her  own  business  duties. 
The  premises  in  Woodbridge  Road 
were  closed  on  November  last  year, 
although  she  continued  to  sell  other 
products  until  the  stock  was  used  up, 
prior  to  her  relocating  the  business. 

Mrs  Thind  said  she  took  no  action  in 
response  to  a  Company's  House 
Registrar,  who  wrote  to  her  about  the 


fact  that  Christchurch  Pharmacy  Ltd 
had  been  struck  off  in  1995. 

Before  hearing  Mrs  Thind's  evi- 
dence, David  Bradly,  for  the  Society, 
outlined  the  background  to  the  case 
which  included  details  about 
Christchurch  Pharmacy  Ltd  being 
struck  off  by  Company  's  House,  as  was 
confirmed  in  a  notice  in  the  London 
Gazette  on  January  17, 1995. The  mat- 
ters remained  unknown  to  the  Society 
for  more  than  two  and  a  half  years  and 
were  only  picked  up  when  an  inspec- 
tor visited  the  premises  on  two  suc- 
cessive Mondays  in  October,  1997. 

On  both  occasions  the  inspector  was 
able  to  buy  a  pharmacy  drug  without  a 
pharmacist  being  on  the  premises. 
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Advertisement  feature 


BODYFORM  -  SHAPI 
THE  SANPRO  MARKET 

IN  1999 


Ullia  Thin  and  Eirectlve  Ponlyllneis 


W'ith  up  to  15  million  menstruating  women  in  the 
UK,  the  feminine  protection  market  is  valued  at 
approximately  £334  million1  and  is,  therefore,  an 
extremely  important  product  sector  for 
pharmacists  and  retailers. 

Body lorni  goes  from  strength  to  strength 

Bodyform  is  currently  the  number  2  brand  in  the  UK  external 
protection  market  enjoying  a  16.2%  share  of  towel  sector  and 
a  14.7%  share  of  the  pantyliner  sector.  Market  research 
shows  that  Bodyform  has  the  largest  user  base  of  all 
pantyliner  brands  and  was  the  only  towel  brand  to  increase  its 
user  base  over  the  past  six  months2. 

Bodyform's  top  tips  for  merchandising 

•  in  the  feminine  hygiene  category  there  are  3  main 
sectors  -  towels,  tampons  and  pantyliners.  Ensure  you 
group  them  together 

•  allocate  space  according  to  sector's  share  of  the 
market,  ie  towels  43%,  tampons  32%  and  pantyliners 
25%.  But  remember  the  growth  opportunity  is  in 
pantyliners 

•  within  the  sectors,  block  brands  vertically  and  usage 
types  horizontally  so  that  consumers  can  find  the  brand 
or  type  of  product  they  are  looking  for 

•  as  a  general  rule  put  large  packs  on  lower  shelves 

•  give  the  best  positions  (centre  of  middle  shelves)  to 
products  that  are  in  growth  areas  that  deliver  the  most 
turnover  (and  profit),  such  as  Bodyform  Ultra  Thin 
Towels  and  Pantyliners 

•  if  space  is  an  issue,  stock  a  'core  range'.  Bodyform 
can  offer  advice  on  selecting  this  range 


Martin  Hodson,  Senior  Brand  Manager  for  Bodyform  at  SCA 
Hygiene  Products,  sees  recent  and  future  growth  in  the 
pantyliner  sector  as  a  result  of  women  not  only  using  a  liner 
menstrually,  with  or  without  a  tampon,  but  many  also  doing 
so  between  periods  as  part  of  an  everyday  hygiene  routine. 

Strong  brand  support 

Bodyform  has  also  benefited  from  a  number  of  exciting 
initiatives  designed  to  build  brand  loyalty.  This  includes  the 
introduction  of  the  1 5  month  BT  Talktime  on  pack 
promotion  (the  first  ever  loyalty  building  sales  promotion  in 
the  fempro  market) ,  the  launch  of  Bodyform  Careers  Awards 
and  a  new  Bodyform  website.  New  pantyliner  packaging  has 
also  been  introduced. 

Martin  Hodson  explains:  "Over  the  past  year  and  a  half, 
heavy  trade  promotions  have  dominated  the  market.  This  has 
changed  a  traditionally  loyal  market  into  one  where 
consumers  are  willing  to  swap  between  brands  and  retailers, 
as  they  are  incentivised  by  price  promotions  and  the  best 
offers.  It  is  our  aim  to  build  loyalty 
and  brand  awareness  through  a  range 
of  tactical  initiatives  for  Bodyform 
such  as  BT  Talktime  promotion  and 
Bodyform  Careers  Awards.  These 
activities  reflect  the  modern,  active 
and  confident  Bodyform  brand." 

1  &  MAT  May  16, 1999,  Information  Resources 

2  Nelson  Sofres:  6  months  ending  March  99 
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Bodyform  marketing  support 

•  first  ever  and  longest  running  BT  Talktime 
loyalty  scheme  -  supported  by  £500,000  radio 
advertising  campaign 

•  Bodyform  Careers  Awards  -  high  profile 
national  awards  scheme  (see  details  on  SCA 
website  at  www.sca-hygiene.co.uk) 

®  dynamic  public  relations  campaign 
O  Bodyform  on  the  Internet  at 
www.  bodyform.  co.  uk 

•  £5  million  plus  TV  and  press  campaign 


in  recognition  of  achievers 


OTC  anniver 


Over  the  Counter,  or  OTC  as  it  is  more 
affectionately  known,  has  been  going 
strong  for  a  decade,  and  for  the  past 
five  years  under  the  watchful  eye  of 
Maria  Murray. 

In  that  time,  OTC  has  been  trans- 
formed from  an  understated  product 
review  magazine  to  a  glossy  health, 
beauty  and  training  bible,  avidly  await- 
ed by  pharmacy  assistants  throughout 
the  country. 

Launch  editor  Rob  Darracott,  now 
professional  services  manager  at  Moss 
Chemists,  and  regular  OTC  contribu- 
tors Sarah  Purcell  and  Zita  Thornton, 
joined  editorial  and  advertising  staff  at 
the  Chemist  &  Druggist  team  and  key 
public  relation  managers  for  lunch  at 
London's  Soho  Soho  Brasserie. 

In  her  speech,  Miss  Murray  had  said 
OTC  anticipated  assistants'  needs  for 
information  and  education  as  far  back 
as  1989."When  OTC  was  launched  ten 
years  ago,  the  community  pharmacy 
world  was  a  very  different  one. 


Over  the  Counter,  the  pharmacy  assistants'  supplement 
to  Chemist  &  Druggist,  is  now  ten  years  old.  Its  birthday 
was  celebrated  in  style  at  Soho  Soho  Brasserie  in 
London  last  week 


Happy  Birthday,  OTC! 


Pharmacists  stayed  in  the  dispensary, 
consultation  rooms  were  for  GPs  and 
pharmacy  assistants  were  regarded  by 
many  as  glorified  shop  assistants. 

"Things  are  different  today  -  we 
have  compulsory  accredited  training 
for  medicines  counter  assistants,  and 
no  POM  to  P  launch  is  complete  with- 
out a  training  programme  for  assistants 
and  a  sales  protocol.  The  pharmacy 
assistant  is  now  acknowledged  as  the 
first  point  of  contact  for  the  majority 
of  pharmacy  customers  and  it  is  obvi- 


Past  and  present:  Maria  Murray  (second  right)  is  joined  by 
(1-r)  launch  editor  Rob  Darracott  now  with  Moss  Chemists, 
and  contributors  Zita  Thornton  and  Sarah  Purcell 


The  Munro  &  Forster  crew:  account  manager  Vicky 
Bramham,  account  executive  Caroline  Ward  and  senior 
account  executive  Hayley  Ward 


All  smiles  (1-r):  group  account  director  Tessa  Lush,  account 
executive  Emily  Wintle  —  both  from  The  Quay  —  are  joined 
by  Helen  Miller,  account  executive  at  Bryant  Jackson 


ous  that  training  staff  to  deal  with 
minor  ailments  and  customer  queries 
allows  pharmacists  to  use  their  time 
and  expertise  more  effectively." 

Because  of  these  changes,  training 
for  assistants  has  become  crucial, 
explained  Miss  Murray.  Following  in 
the  footsteps  of  the  National 
Pharmaceutical  Association  and  acting 
on  the  MCA  training  requirements  set 
by  the  Royal  Pharmaceutical  Society, 
C&D,  in  association  with  Whitehall 
Laboratories,  launched  its  own  assis- 
tants' training  course,  Cambridge 
Counterparts,  in  1995.Presently,almost 
8,200  assistants  are  using  the  course. 

She  stressed  that  training  was  the 
central  backbone  of  OTC  and  hinted  at 
its  unique  user-friendly  approach  to 
learning.  "We  recognise  that  training 
may  not  be  a  priority  for  an  assistant  in 
a  busy  shop,  so  we  need  to  attract  their 
attention  and  maintain  interest  in  edu- 
cational material.  Articles  are  present- 
ed in  a  lively  and  interesting  way  with 
lots  of  colour  and  reminder  boxes." 

One  area  which  has  helped  develop 
the  role  of  pharmacy  assistants,  and 
where  training  has  featured  greatly,  has 
been  POM  to  P  to  GSL  switching,  said 
Miss  Murray,  and  she  went  on  to  praise 
manufacturers  for  the  part  they  have 
played  when  launching  P  products, 
particularly  into  new  therapeutic  cate- 
gories. "Products  that  switch  from 
POM  to  P  usually  require  a  greater 
degree  of  interaction  between  phar- 
macy staff  and  customers  to  ensure 
their  safe  and  effective  use." 

The  fun  element  of  beauty  is  not 
overlooked,  which  is  why  the  popular 
makeover  competition  was  revived  in 
1997  with  sponsorship  from  Miners 
Cosmetics.  Cosmetics  and  toiletries 
are  important  aspects  of  the  retail 
trade  with  assistants  playing  a  big  part 
in  determining  their  success,  either  as 
stock  buyers  or  simply  through  recom- 
mendation, said  Miss  Murray.  "In  our 
beauty  features  we  help  assistants 
identify  key  trends  in  the  market  so 
they  can  anticipate  customer  demand 
for  particular  colours  or  products." 

A  focus  on  customer  needs  is  what 
OTC  strives  to  do  with  its  own  readers. 
OTC  now  comes  on  better  quality 
glossy  paper  and  Sarah  Purcell,  the 
Neutrogena  Beauty  Writer  of  the  Year, 
fronts  the  bigger  and  brighter  Showcase 
section.  New  sponsorship  opportuni- 
ties were  also  announced  on  the  dav. 


5L. 

OTC  supplement  co- 
ordinator Maria  Murray 


The  Hill  &  Knowlton  crowd: 
(1-r)  account  manager  Kyrstie 
Sutcliffe,  senior  account 
manager  Charlotte  White  and 
account  executive  Nick  James 


The  Bloomsbury  set  (1-r): 
managing  director  Evelyn 
Vittery  and  account 
executive  Mel  Kinney 

Miss  Murray  concluded  by  saying: 
"The  next  ten  years  are  likely  to  bring 
even  more  radical  changes  to  retail 
pharmacy  -  electronic  prescribing, 
internet  shopping,  maybe  even  price 
wars  with  paracetamol  as  we  have 
seen  with  baked  beans.  I  hope  that 
all  of  us  will  be  working  together  to 
prepare  pharmacy  staff  for  these 
changes." 


32  Chemist  &  Druggist  3 1  JULY  1 999 


Forum  little  acorns... 

The  Uttlesford  Pharmacy  Forum's  relationship  with  its 
PCG  began  with  health  promotion  and  medicines 
management  projects.  It  has  since  blossomed... 


Five  pharmacies  in  North 
Essex  have  united  to  forge 
close  working  links  with 
their  local  PCG  through 
successful  health 
promotion  and  medicines 
management  projects. 

The  five  formed  the  Uttlesford 
Pharmacy  Forum  last  year  to  work  on 
professional  issues. The  Forum  was 
irganised  in  conjunction  with  the 
then  North  Essex  Health  Authority 
Commissioner,  Marc  Davis  (now  chief 
executive  of  Uttlesford  Primary  Care 
Croup).  He  believes  pharmacists  had 
been  given  a  chance  to  get  involved, 
but  needed  to  work  together  to  raise 
their  collective  profile  in  the  area. 

The  group  contains  three 
independent  pharmacies,  a  Moss 
branch,  and  a  Boots  the  Chemists.The 
mix  of  independent  and  multiple 
pharmacies  creates  a  "healthy 
balance", within  the  forum,  believes 
Mr  Davis,  with  both  bringing 
trength  to  the  party. The  health 
promotion  scheme  was  a  success,  and 
it's  a  stepping  stone  we  want  to 
develop  and  integrate  within  the 
Health  Improvement  Plan", 

There  are  only  13  pharmacists  co- 
opted  onto  PCG  boards  in  the 
country  (see  C&D  May  1 5,  p4 )  and 
one  of  these  is  on  the  board  of 
Uttlesford  PCG.  Mr  Davis  says  this 
pharmacist  was  co-opted  as  a  direct 
result  of  his  Pharmacy  Forum  work. 
Another  local  pharmacist  is  on  the 
HlmP  standing  group  following  work 
with  the  Pharmacy  Forum 

Forum  members  completed  a  year- 
long health  promotion  pilot  study 
using  a  National  Pharmaceutical 
Association  idea  based  on  its  health 
promotion  model.  North  Essex  Local 
Pharmaceutical  Committee 
ipproached  Mr  Davies  with  the 
proposals,  which  were  taken  up  by 
the  Authority  's  health  promotion  unit. 
The  pilot  was  organised  jointly  with 
the  LPC.  the  pharmacists  involved, 
and  the  NPA.  Pharmacists  were  paid 
£500  each  for  taking  part 

North  Essex  Health  Authority 
believes  that  the  benefits  of  carrying 
out  health  promotion  in  community 
pharmacy  include  access  to  the 
healthy  population,  as  well  as  those 
who  are  ill.  It  also  offers  an  established 
network  of  highly  respected, 
community  based,  under  utilised  and 
highly  trained  healthcare  professionals. 


Smoking  cessation  and  sun  skincare  interventions  were 
considered  particularly  appropriate  healthcare  promotions 


It  was  decided  to  use  level  one  of 
the  NPA's  health  promotion  model. 
Interventions  were  left  to 
pharmacists'  discretion  and  not 
recorded.  At  this  level,  pharmacists 
encourage  healthy  behaviour  with 
leaflets,  posters  and  window  displays 

The  pilot  covered  sun  skincare, 
mental  health, accident  prevention 
and  smoking  cessation.These  areas 
were  chosen  jointly  between  the  NPA 
and  the  health  promotion  unit  to 
coincide  with  the  four  national  health 
promotion  priorities.  Activities  were 
co-ordinated  so  that  all  pharmacists 
and  assistants  in  the  pilot  were 
prov  iding  brief  opportunistic 
interventions  based  on  the  current 
health  promotion  campaign. 

Each  campaign  ran  for  two  months 
with  a  one  month  gap  in  between  to 
allow  for  training  and  distribution  of 
materials.  Pharmacists  completed  a 
report  at  the  end  of  each  campaign 
on  its  merits  and  shortcomings 

The  North  Essex  Health  Promotion 
Unit  provided  training  for 
pharmacists  and  assistants.  One 


evening  session  for  each  campaign 
was  given  by  an  expert  in  that  field. 
Sessions  included  relevant  topics  and 
the  following  core  elements: 
9  how  best  to  deliver  messages  both 
verbally  and  visually 

•  how  to  answer  questions 

•  how  to  use  health  promotion 
materials. 

From  the  outset,  it  was  recognised 
that  health  outcomes  from  the  project 
would  be  difficult  to  measure.  But  it 
was  felt  that  a  consistent  message 
delivered  by  all  local  pharmacies  had 
a  greater  impact  than  if  each  had 
provided  unco-ordinated  advice. 

Some  topics  were  considered  more 
appropriate  for  pharmacy  health 
promotion  than  others.  Mental  health 
was  considered  the  most  difficult,  but 
staff  felt  the  training  gave  them 
increased  confidence  and  a  better 
understanding  of  the  problems  faced 
by  the  mentally  ill. 

Smoking  cessation  and  sun  skincare 
interventions  were  considered 
particularly  appropriate.  Many  staff  felt 
further  in  depth  training  on  smoking 


Helen  van  der  Kraan,  NPA 
community  pharmacy 
development  coordinator 

cessation  would  be  beneficial. Two 
pharmacists  have  since  decided  to 
undertake  the  Royal  Pharmaceutical 
Society's  audit  on  smoking  cessation. 

Helen  van  der  Kraan,  NPA  co- 
ordinator for  the  project,  says  it  was 
"not  that  complicated  "to  organise 
and  run.  It  also  provided  "necessary 
background  to  move  on  to  more 
complicated  projects". 

The  Forum  and  PCG  are  discussing 
additional  health  promotion  activities. 
Pharmacy  projects  must  be  targeted 
at  local  need  and  should  address 
health  improvement  plan  initiatives. 
Schemes  may  operate  on  a  referral 
system,  an  hourly  rate  payment  or  a 
system  based  on  a  certain  number  of 
interventions.  Remuneration  has  yet 
to  be  agreed,  but  if  it  were  based  on 
the  NPA  model,  it  would  be  around 
£1,000  for  a  year-long  project. 

The  Forum  has  also  been  involved 
in  a  medicines  management  scheme, 
which  has  been  successful.  It  was 
originally  funded  with  pilot  money, 
but  the  PCG  has  decided  it  sh<  mid 
continue  with  investment  money. 

"Through  the  Pharmacy  Forum  and 
early  success  in  the  health  promotion 
project,  community  pharmacists  are 
playing  a  full  and  active  role  in 
Uttlesford  PCG  at  all  levels  including 
board,"  says  Mr  Davis.  A  big  challenge 
now  facing  PCGs  is  the  need  to 
produce  investment  plans  if  they 
want  to  access  resources.  lt  is 
important  for  pharmacists  to  "set  out 
their  stall  in  terms  of  what  they  can 
offer  ",  says  Mr  Davis. 

The  Forum  is  planning  an 
"awayday "  with  PCG  representatives, 
Pharmaceutical  Services  Negotiating 
Committee  representatives,  the  LPC, 
the  NPA  and  a  Boots  regional 
professional  development  manager  to 
discuss  further  projects,  based  around 
the  North  Essex  HlmP.  which  they  can 
promote  to  Uttlesford  PCG. 
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Profile 


A  wholesaler  comes  of  age 

Short  line  wholesalers  are  not  renowned  for  their  longevity,  but  G  D 
Cooper  is  celebrating  its  21st  birthday  this  year.  Director  Shashi  Shah  tells 


Steve  Bremer  the  secret  of  its  long  life 


1  any  of 
G  D  Cooper's 
customers  know 
that  their 
wholesaler's 
history  dates  back 
to  1978.  Some  of  these  pharmacists 
will  remember  when  the  business 
was  run  from  a  shop  basement  by 
the  five  Shah  brothers  ami  had  only 
20  customers. The  brothers  are 
now  directors  of  a  company  serving 
800  pharmacies  nationwide  and 
with  a  turnover  last  year  of 
±20.5  million. 

The  company's  humble  beginnings 
date  back  to  Kirit  Shah's  pre- 
rcgistration  year  with  G  D  Cooper,  a 
pair  of  community  pharmacies  in 
Balham.When  the  proprietor  decided 
to  sell  up,  Kirit  and  his  brothers  took 
this  opportunity  to  buy  their  own 
business. 

With  Kirit  s  brother  Dilip,  also  a 
pharmacist,  and  their  elder  brother 
Shashi,  an  accountant,  they  were  well 
placed  to  run  a  community  pharmacy 
operation. Ashok  and  Mahendra 
became  purchasing  director  and 
chairman  respectively.Although  he  is 
not  a  board  member,  Mahendra  s  son, 
Khilan,  is  now  the  marketing 
manager. 

The  following  year,  they  purchased 
another  pharmacy  in  Abbey  Wood, 
and  one  in  South  Croydon  the  year 
after. The  brothers  then  formed  a 
buying  group  with  other  local 
businesses  and,  taking  advantage  of 
the  economies  of  scale,  acted  as 
central  purchasing  agents  for  this 
group. 

Using  the  basement  of  one 
pharmacy  as  a  warehouse,  G  D 
Cooper  then  began  to  supply  a 
number  of  community  pharmacies  in 
the  Croydon  and  Balham  areas."Since 
then,  we've  never  looked  back,"  says 
Mr  Shah. 

In  1984,  the  company  moved  to  its 
current  warehouse  and  head  office  in 
Croydon,  which  offered  10,000ft2  of 
warehousing.  An  extension  providing 
a  further  6,000ft2  was  built  ten  years 
later. 

Growth  has  been  steady  over  the 
past  21  years.Turnover  has  increased 
50-fold  since  1978  and  the  forecast  for 
the  current  financial  vear  is  in  the 


region  of  £25m.The  company  now 
employs  20  people. 

This  growth  has  been  achieved, 
however,  without  an  expensive 
marketing  strategy.  Customers  from 
"the  basement  days"  were  friends  and 
business  contacts,  but  the  company's 
reputation  has  since  spread  all  over 
the  country.  "Word  of  mouth  has  been 
a  big  factor  in  our  growth,"  says  Shashi 
Shah. 

Customer  loyalty  has  also  helped 
fuel  the  company's  success.Accounts 
are  numbered  consecutively,  and  Mr 
Shah  is  proud  that  numbers  one,  two, 
three,  four,  five  and  most  of  the 
subsequent  low  numbers,  are  still  on 
the  books.  G  D  Cooper  also  still 
employs  ten  members  of  staff  from 
those  early  days.  One  customer,  who 
sold  his  business  in  Kent,  continued 
to  use  the  same  wholesaler  when  he 
bought  his  new  business  in  Scotland. 

The  majority  of  short  line 
wholesalers  serve  only  local 
pharmacies.  But  G  D  Cooper  uses  two 
national  carriers  to  make  daily 
deliveries  to  pharmacies  as  far  afield 
as  Scotland  and  Dorset.  Orders  within 
the  M25  are  still  delivered  by  the 
company's  own  vans. 

Personal  service  and  the  firm's 
small,  family  run  nature  has  helped 
build  its  customer  loyalty.  "The 
personal  touch  is  very  important," 
believes  Mr  Shah. 

But  the  Shahs  are  keen  to  gain  new 


customers  more  quickly.  For  the  past 
year,  two  company  representatives 
have  been  visiting  pharmacies  around 
the  country,  introducing  them  to  the 
service  on  offer.  Progress  with  this 
initiative  has  been  "more  than 
satisfactory". 

However,  it  would  seem  that  word 
of  mouth  alone  is  still  generating  new 
business.  During  the  course  of  our 
interview,  a  fax  came  through  from  a 
pharmacist  asking  for  details  of  the 
G  D  Cooper  service. The  company 
had  been  recommended  to  him  by  a 
fellow  pharmacist. 

In  order  to  better  understand  issues 
facing  pharmacists,  the  company  still 
owns  one  of  its  original  Balham 
pharmacies.The  others  were  sold  to 
allow  Cooper  to  concentrate  on 
wholesaling. "In  the  early  days  we 
were  retail  pharmacists  and  we  are 
aware  of  what  we  needed,"  says  Mr 
Shah. Those  needs,  he  believes,  are 
low  prices,  adequate  stock  levels, 
queries  and  credit  notes  dealt  with 
efficiently,  and  somebody  to  talk  to  in 
case  of  problems. 

Short  line  wholesalers  usually 
concentrate  on  a  selection  of  Pis  and 
generics,  but  a  typical  community 
pharmacy  can  obtain  almost  80  per 
cent  of  its  stock  from  G  D  Cooper, 
says  Mr  Shah.The  Croydon  warehouse 
stocks  95  per  cent  of  the  parallel 
import  range  available  in  this  country 
and  almost  every  generic  preparation. 


The  Shahs  (left  to  right),  Khilan,  marketing  manager,  Dilip, 
director  and  pharmacist,  Mahendra,  chairman,  Shashi, 
finance  director,  Kirit,  director  and  pharmacist,  and  Ashok, 
purchasing  director 


Shashi  Shah,  finance 
director 

The  9,000  line  inventor)'  also  includes 
dressings,  OTC  medicines,  some 
ethical  medicines,  toiletries,  medicine 
bottles  and  vitamins. 

A  quarter  of  sales  come  from  each 
of  generics,  Pis,  dressings,  and  OTCs 
and  toiletries  combined.  Stock  is 
obtained  from  virtually  all  major  UK 
suppliers.  'We've  done  our  own 
research  and  we  believe  we  stock  the 
most  demanded  and  sought  after 
lines,"  says  Mr  Shah. 

Competition  with  larger 
wholesalers  is  on  the  dual  fronts  of 
price  and  service.  But  G  D  Cooper  has 
the  advantage  of  a  "much  better 
control  of  overheads"  than  the  larger 
companies. 

Shashi  Shah  is  optimistic:  "The 
future  is  there  for  pharmacy,  which 
means  it  will  be  for  wholesaling."  But 
he  appreciates  the  need  to  stay  in 
close  touch  with  pharmacists.  "As  long 
as  we  can  understand  retailers  and 
their  requirements,  we  can  move  very 
comfortably  with  the  times." 

In  anticipation  of  further  growth, 
additional  office  space  is  being  built 
at  the  Croydon  headquarters.This  will 
allow  for  more  computer  terminals 
and  the  potential  for  on-line  ordering. 
Expansion  will  be  gradual,  but  with 
the  times. "If  you  need  to  grow  big, 
you  must  ensure  that  you  can  cope 
physically  and  mentally,  and  that  your 
customers  should  be  satisfied  with  all 
aspects  of  your  service,"  says  Mr  Shah. 
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in  the  form  now  to  get  a  complete  set  of  training  modules,  questions 
a  briefing  pack  for  just  £1 7.63  (inc  VAT).  Each  pack  covers  up  to 
r  assistants. 

:h  assistant  must  be  registered  for  telephone  marking  and  CPP 
tificate  at  a  cost  per  person  of  just  £29.38  (inc  VAT), 
each  candidate  by  first  and  last  name 


Name  £ 

Name  £ 

Name  £ 

Name  £ 

Name  £ 

Sub  total  £ 

Please  include  (       )  complete 
sets  of  counterpart  modules 
1  -1 4  at  £1 7.63  each  (inc  VAT)  £ 

Total  £ 

Make  cheques  payable  to 
Miller  Freeman  UK  Ltd  and  send  to 
Mary  Prebble,  Pharmacy  Editorial 
Projects,  Chemist  &  Druggist,  Miller 
Freeman  House,  Sovereign  Way, 
j^Tonbridge  TN9  1 RW 


For  further  information  contact  John  Skelton  on  01732  364422 


UniChem  rejects  generic 
stockpiling  charge 


UniChem  has  rejected  generic  manu- 
facturers claims  that  wholesalers  are 
exacerbating  generic  shortages  by 
stockpiling  bulk  packs. 

Norton  and  APS  Berk  have  said  that 
wholesalers  have  been  buying  up 
stocks  of  bulk  pack  generics,  which 
have  become  more  popular  because 
they  are  easier  to  handle  than  patient 
packs  (C&D  July  24, 1999,  p37). 

Chris  Etherington,  UniChem's  man- 
aging director,  said:  "We  can  categori- 
cally state  that  this  is  not  true  and 
would  be  happy  to  open  our  ware- 
house doors  to  Andrew  Kay  of  APS,  or 
any  other  manufacturer,  to  prove  the 
point." 

"The  shortage  problem  is  clearly  a 
case  of  manufacturers  being  unable  to 
meet  orders  and  it  appears  they  are 
trying  to  shift  the  responsibility  to  the 
wholesalers." 

Mr  Etherington  added  that 
UniChem  had  been  putting'  great  pres- 
sure" on  generic  suppliers  to  improve 
their  stock  availability  levels  and  it  was 
"therefore  particularly  galling  to  hear 
them  attempt  to  pass  the  buck". 

"We  are  not  in  a  position  of 
creating  a  financial  burden  for  the 
NHS  and  hope  to  see  the  relevant 


IN  BRIEF 


Correction 

OTC  bulletin  is  not  part  of  IMS  Health 
SelfMedication,  as  we  wrote  last 
week,  and  the  magazine  did  not 
compile  the  OTCMirror  survey.  The 
survey  was  compiled  and  analysed 
solely  by  IMS  Health  SelfMedication 
-  OTC  bulletin  had  exclusive  rights  to 
its  publication. 

Lloydspharmacy  acquires  chain 
Lloydsphormacy  has  acquired 
Havenstore,  a  14-pharmacy  Surrey- 
based  chain,  with  68  employees  and 
an  annual  turnover  of  £7  million. 
Lloyds  now  has  1,406  pharmacies. 

AAH  Year  2000  convention 
AAH  Pharmaceuticals  will  hold  its 
Year  2000  convention  in  Dubai,  the 
United  Arab  Emirates,  from  March  26 
to  March  30.  A  pre-convention  pack- 
age from  March  23  to  March  26  is 
also  available.  For  more  information, 
contact  Jayne  Harrison  on:  01203 
432000.  AAH  has  launched  a  six- 
leaflet  information  pack,  which 
includes  details  about  its  ordering, 
distribution,  invoices  and  statements. 

Relenza  earns  US  approval 
Glaxo  Wellcome  has  received  US 
regulatory  approval  to  market 
Relenza,  a  nasal  spray  that  treats 
influenza  A  and  B.  The  product's 
potential  sales  are  estimated  at  $1 
billion  a  year  -  it  is  expected  to  be 
launched  in  the  UK  in  the  autumn. 


manufacturers  resolve  the  situation  as 
soon  as  possible." 

Michael  Watts,  executive  director  of 
the  British  Association  of  Pharma- 
ceutical Wholesalers,  said  its  members 
were  "incensed"  by  Mr  Kay's  remarks 
(see  Letters,  p8). 

"The  tact  is  that  they  [generics]  are 
just  not  available  in  bulk  or  in  patient 
packs,  and  as  a  result  wholesalers  are 
losing  money,"  he  said. 

He  agreed  with  generic  manufactur- 
ers that  the  shortages  stemmed  mainly 
from  Regent  Laboratories'  licence  sus- 
pension, and  manufacturing  problems 
with  patient  packs,  but  added  that 
"some  shortline  wholesalers  [were] 
taking  advantage  of  bulk  buying  where 
price  increases  are  forecast". 

Mr  Kay  told  C&D  his  hypothesis  was 
based  on  how  generics  were  trading. 
"We're  experiencing  an  uplift  in 
demand  across  a  broad  range  of  prod- 


Numark  has  added  120  shareholder 
pharmacies  during  the  first  six  months 
of  this  year  -  it  now  has  1,300  phar- 
macies -  and  claims  to  account  for  14 
percent  of  the  independent  pharmacy 
market. 

David  Wood,  Numark's  marketing 
director,  said  its  recruitment  was  run- 
ning ahead  of  schedule  and  the  society 
hoped  to  gain  another  100  pharmacies 
by  the  end  of  the  year.  It  had  originally 
budgeted  to  have  around  1,350  phar- 
macies by  the  year  end. 

UniChem's  decision  to  promote  the 
Numark  concept,  unveiled  in  January, 


Medeva  is  closing  down  its  London 
head  office  and  cutting  around  60  jobs 
in  the  LIK  to  save  costs,  as  it  continues 
to  suffer  from  methylphenidate's 
decline. 

Generic  competition  forced 
Medeva  to  cut  methylphenidate's 
price  during  the  first  half,  which  led  to 
a  near  60  per  cent  drop  in  the  prod- 
uct's sales  to  ±15  million. 
Methylphenidate  is  expected  to 
decline  further  during  the  second  half 
and  will  make  only  a  "small  contribu- 
tion" to  the  group.  Medeva  plans  to 
introduce  a  modified  release  form  of 
the  product  in  2001. 

Medeva's  total  sales  of  central  ner- 
vous system  (CNS)  products  fell  53  per 


ucts,  broader  than  can  be  explained  by 
known  product  shortages.  On  the 
other  hand,  we  don't  see  a  balancing 
increase  in  consumption  of  these 
products.  My  conclusion  is  that  the 
products  must  be  in  the  trade  some- 
where," he  said. 

•  UniChem  has  expanded  its  hospi- 
tal division,  Hospital  Pharma,  to  cater 
for  the  growing  demand  from  hospital 
pharmacists. 

The  new  seven-man  HP  team,  led  by 
general  manager  Nick  Epps,  will  also 
be  backed  by  a  30-strong  team  based 
throughout  UniChem. 

UniChem  said  the  hospital  pharma- 
cy market  had  grown  considerably.  Mr 
Epps  said: 'Hospital  pharmacy  is  one  of 
the  most  crucial  aspects  of  the  phar- 
macy market,  with  its  own  specialist 
requirements,  and  it  is  vital  that  NHS 
Trusts  can  order  their  medicines 
quickly  and  easily." 


was  partly  behind  the  increase, 
although  Mr  Wood  said  that  indepen- 
dent wholesalers  had  also  made  a 
good  contribution. 

"The  main  impact  of  UniChem  [on 
Numark's  recruitment]  will  come  in 
the  second  half  of  this  year  -  it  recent- 
ly finished  training  its  reps  to  pro- 
mote the  Numark  concept,"  said  Mr 
Wood. 

The  society  has  launched  its  first 
video  for  prospective  shareholders  - 
the  ten  minute  tape  explains  the  initia- 
tives Numark  is  running. 

Numark's  first  quarter  rebate  to 


cent  toil 9m.  It  said  that  full  year  sales 
may  not  exceed  £28m. 

Its  cost-cutting  move  will  lead  to  an 
exceptional  charge  of£8m  during  the 
second  half,  although  the  group 
expects  to  save  around  £10m  annually 
from  2000. 

Medeva's  first  half  pre-tax  profits  fell 
46  per  cent  to  £19.7m  on  sales  of 
£128.5  m. 

Non  CNS  sales  rose  7  per  cent  to 
£106.9m  and  the  company  will  contin- 
ue to  concentrate  on  this  area  to  coun- 
teract methylphenidate's  impact. 

The  group  said  it  would  also  benefit 
from  the  recent  agreement  with  King 
Pharmaceuticals  to  co-promote  Ace- 
inhibitor  Altace  in  the  US.  Medeva  also 


Chris  Etherington, 
UniChem's  md,  denies  the 
wholesaler  is  stockpiling 
generic  bulk  packs 


The  wholesaler  said  it  could  also 
offer  hospital  pharmacists  electronic 
packages  that  suited  their  methods  of 
invoicing  and  ordering. 


pharmacies,  meanwhile,  rose  40  per 
cent  to  £770,000,  compared  with  the 
same  period  last  year.  This  meant  the 
average  Numark  shareholder  was 
receiving  a  rebate  of  £576  per  phar- 
macy. 

It  recently  celebrated  the  launch  of 
its  100th  Concept  pharmacy:  Nunea- 
ton-based  George  Mills  Pharmacy, 
which  is  owned  and  run  by  Michael 

Cox. 

Numark  will  be  spreading  diagnos- 
tic services  to  all  Concept  pharmacies, 
following  a  successful  pilot  in  four 
pharmacies. 


expects  to  earn  revenue  from  a  con- 
tract manufacturing  deal  with  Aviron, 
where  the  group  will  produce  Flumist, 
a  cold-adapted  influenza  vaccine,  from 
its  Speke,  Merseyside  site. 

Medeva  received  a  setback  in  April 
when  the  Food  and  Drugs 
Administration  said  it  needed  more 
information  before  it  could  review 
Hepagene,  the  group's  hepatitis  B  vac- 
cine. The  group  will  meet  the  US' 
Center  for  Biological  Evaluation  and 
Research  in  August  to  sort  out  what  it 
needs,  and  it  expects  to  resubmit 
Hepagene  in  2000. 

The  group  reckons  that  Hepagene 's 
potential  sales  could  be  £96m  per 
annum. 


Numark  now  has  1,300  pharmacies 


Medeva  to  close  London  HQ  with  the  loss  of  60  jobs  in  UK 
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R&C  in  £4.8bn  merger  with 


Reckitt  &  Colman  and  Dutch  group 
Benckiser  this  week  proposed  a  £4.8 
billion  merger  that  will  create  the 
world's  biggest  household  cleaning 
group. 

Benckiser,  based  in  Amsterdam,  is  a 
global  specialist  in  niche  household 
cleaning  products.  Its  products  are 
sold  in  45  countries  and  include 
Finish,  the  automatic  dishwashing 
tablet. 

The  new  group  will  be  called 
Reckitt  Benckiser  and  will  concentrate 
on  five  product  areas:  fabric  care,  sur- 
face care,  health  &  personal  care,  dish- 
washing and  home  care. 

Reckitt  Benckiser  will  have  around 
21,500  employees  worldwide  and  a 
turnover  of  about  £3. 1  billion. 

Health  &  personal  care  products 
make  up  the  third  largest  division  and 
account  for  1 3  per  cent  of  the  group's 
pro-forma  turnover. 

Under  the  merger  deal,  five  new 
R&C  shares  will  be  exchanged  for 
each  Benckiser  share.  This  will  give 
R&C  shareholders  a  59.1  per  cent 
stake  in  Reckitt  Benckiser,  while 
Benckiser  shareholders  will  have  the 
remainder. 

In  the  wake  of  Kingfisher  being 
gazumped'  by  Wal-Mart  during  its 
merger  with  Asda,  both  companies 
have  agreed  to  pay  each  other  £30 
million,  if  either  party  breaks  off  the 
merger  to  accept  an  alternative  pro- 
posal. If  one  of  the  company's  share- 
holders rejects  the  merger,  it  will 


have  to  pay  the  other  company  £5 
million. 

Both  companies  said  the  group 
would  be  a  "powerhouse"  in  Western 
Europe  and  its  position  in  the  US 
would  improve. They  will  also  benefit 
from  their  respective  geographic  mar- 
kets -  R&C  will  benefit  from 
Benckiser's  presence  in  Eastern 
Europe  and  China,  while  Benckiser 
could  take  advantage  of  R&C's  trade  in 
Latin  America,  South  and  East  Asia,  the 
Middle  East  and  Africa. 

R&C  has  been  struggling  to  over- 
turn weak  sales  in  the  face  of  poor 
trading  in  North  America,  Latin 
America  and  East  Asia.  In  the  spring  it 
announced  a  host  of  measures,  which 
included  a  move  to  cut  annual  over- 
heads by  £30-£40  million,  to  improve 
its  financial  position. 

The  expected  turnaround  has  not 
yet  occurred  -  R&C's  pre-tax  profits 
fell  51  percent  to  £78. 3  million  for  the 
six  months  to  July  3.  Its  turnover  fell  a 
fraction  to  £1.044  billion.  R&C  cites  a 
£25m  reduction  in  its  working  capital 
as  proof  that  its  cost-cutting  measures 
are  beginning  to  work. 

Benckiser  is  in  good  shape  in  com- 
parison. The  company's  first  half  net 
income  grew  14  per  cent  to  F1132.9 
million,  while  its  sales  rose  2  per  cent 
to  F12.026  billion. 

Investors  clearly  believe  the  deal  is 
good  for  R&C  -  its  shares  shot  up  84p 
to  785p. 

Michael  Turrcll,  R&C's  acting  chief 


Alan  Dalby  will  be  Reckitt 

Benckiser's  non-executive 
chairman 

executive,  has  been  under  pressure  to 
produce  results  and  was  on  the  short- 
list for  the  permanent  post  of  chief 
executive.  MrTurrell  is  one  of  the  first 
casualties  of  the  merger  -  he  will  leave 
the  group  after  he  has  helped  to  imple- 
ment the  merger. 

Other  R&C  casualties  are  Philip 
Darnton,  formerly  in  charge  of  global 
marketing  and  Steve  Wilson,  who  was 
responsible  for  global  finance.  The 
group  is  looking  for  a  new  chief  finan- 
cial officer. 

Reckitt  Benckiser's  chief  executive 
officer  will  be  Bart  Becht,  currently 
Benckiser's  ceo.  Alan  Dalby,  R&C's 
chairman,  will  be  the  group's  non- 
executive chairman. 

The  rest  of  the  group's  board  con- 


sists of  nine  non-executive  posts:  four 
going  to  Benckiser  men  and  the 
remainder  to  R&C. 

A  management  committee,  led  by 
Mr  Becht,  will  be  responsible  for  the 
group's  day-to-day  management 

Reckitt  Benckiser  expects  to 
achieve  synergies  that  will  save 
around  £75  million  a  year  by  the  end 
of  2001. 

These  will  partly  stem  from  rational 
ising  and  combining  its  manufacturing 
plants,  although  details  have  yet  to  be 
confirmed.  Reckitt  Benckiser  will  also 
combine  its  sales  and  marketing 
teams,  cut  its  overhead  costs,  look  for 
economies  of  scale  in  purchasing  raw 
materials  and  packaging,  and  make  its 
distribution  and  warehousing  more 
efficient. 

Streamlining  the  operations,  howev- 
er, will  incur  exceptional  charges  of 
around  £120  million  by  the  end  of 

2000. 

Mr  Becht  said  the  group  would 
"benefit  from  new  growth  opportuni- 
ties and  a  clear  growth  strategy, 
through  the  focus  on  high  growth 
core  categories,  raising  the  rate  of 
innovation  and  brand  investment,  and 
from  cross-selling  opportunities  and 
scale  benefits". 

The  group's  headquarters  will  be  in 
the  UK,  while  Benckiser's  HQ  in 
Amsterdam  will  be  retained  "for  the 
foreseeable  future".  Reckitt  Benckiser 
will  be  listed  on  the  London  Stock 
Exchange. 


Shire  to  acquire  US-based  Roberts  for  £637m 


Shire  Pharmaceuticals  is  acquiring  US- 
based  Roberts  Pharmaceutical  in  a 
share  deal  worth  around  $1  billion 
(£637  million). 

The  combined  group,  which  will 
retain  the  Shire  name,  is  expected  to 
have  sales  of  around  $380  million  this 
year;  although  its  goal  is  to  exceed  $  1 
billion  by  2005. 

Its  main  products  include  Shire's 
Adderall  and  Dextrostat,  both  treat- 
ments for  attention  deficit  hyperactivi- 
ty disorder.Their  first  half  sales  rose  76 
per  cent  to  £43.6  million  Roberts  has 
Pentasa,  a  treatment  for  ulcerative  coli- 
tis, Proamatine,  for  low  blood  pressure, 
andAgrylin  for  high  platelets. 

Synergies  are  expected  to  save  the 
group  around  $20  million  a  year  from 
2000. The  acquisition  will  lead  to  a  one 
off  charge  of  around  $80  million  in  the 
fourth  quarter. 

Shire  will  offer  3  4122  ordinary 
shares  for  each  Roberts  share.  Around 
70  per  cent  of  the  group's  shares  will 
be  owned  by  US  investors  and  most  of 
its  sales  will  be  in  the  US,  although  the 


group  will  remain  listed  in  London  and 
it  has  no  plans  to  shift  its  listing  to  the 
New  York  Stock  Exchange. 

Rolf  Stahe,  Shire's  chief  executive, 
will  retain  the  same  position  in  the 


new  group,  whose  board  will  have  six 
Shire  executives  and  five  from 
Roberts. 

Shire's  shares  fell  53. 5p  to  5115p 
after  the  news  was  announced. 


The  Government  and  the  pharmaceutical  industry  have 
formally  signed  the  new  Pharmaceutical  Price  Regulation 
Scheme,  which  begins  on  October  1  and  runs  until  October 
2004.  (L-r)  Chris  Kelly,  permanent  secretary  of  the 
Department  of  Health  and  Michael  Bailey,  president  of  the 
Association  of  the  British  Pharmaceutical  Industry 


Government  to 
encourage 
internet  trading 

The  Government  has  launched  draft 
legislation  that  aims  to  encourage  more 
people  to  trade  through  the  internet. 

Its  Electronic  Communications  Bill, 
which  is  at  the  consultation  stage  until 
October  8,  is  designed  to  build  confi- 
dence in  internet  trading  by  protect- 
ing people's  credit  card  and  other  per- 
sonal details. 

The  Bill's  proposals  include: 

•  new  laws  to  make  electronic  signa- 
tures admissible  in  court 

•  measures  to  sweep  away  existing 
laws  that  insist  on  paper  communica- 
tion, and  to  allow  e-mail  as  an  option 

•  measures  to  create  trust  in 
providers  offering  electronic  signature 
and  other  cryptography  services  by 
ensuring  that  minimum  standards  of 
quality  and  service  are  met 

•  enabling  law  enforcement  agencies 
to  obtain  decryption  keys. 

The  goal  is  to  make  the  "UK  the  best 
place  in  the  world  for  electronic  trad- 
ing by  2002". 
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Appointments  £27.00  P.S.C.C.  +  VAT  minimum  3x1 .  General  classified  £18.00 
P.S.C.C.  +  VAT  minimum  3x2.  Box  numbers  £1 5.00  extra.  Available  on  request. 
Copy  date  4pm  Tuesday  prior  to  Saturday  publication.  Cancellation  deadline  1  Oam 
Friday;  one  week  prior  to  insertion  date.  All  cancellations  must  be  in  writing. 
Contact  Dave  Armstrong.  Chemist  &  Druggist  (Classified),  Miller  Freeman  UK  Ltd, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1 RW.  Telephone  01 732  377493, 
Fax:  01732  377179.  Internet:  http://www.dotpharmacy.co.uk. 
All  major  credit  cards  accepted 


APPOINTMENTS 


HINCKLEY/DERBY 

Enthusiastic,  ambitious,  self-motivated 
pharmacists,  required  for  two  pleasant 
community  pharmacies 
•  Excellent  supporting  stuff. 
•  Suit  newly  qualified  pharmacist 
•  Enquiries  also  invited  for  job  share,  long  term 
locum,  locum  to  cover  regular  days/holidays, 
telephone:  (185(1  (>551<>3  or  01332  2%800 


DISPENSER/DISPENSING 

TECHNICIAN 
Manor  Pharmacy  (Harpenden) 

Friendly  family  pharmacy  require*  a 
Dispenser.  Good  pay  and  conditions. 
Please  contact  our  pharmacist 
Howard  Silver  on 
01582  760624  (days)  0181  958  21 13  (eve) 


NORTHOLT-GREENFORD 
PR  [{-REGISTRATION 
STUDENT  AND  EXPERIENCED 
COUNTER  STAFF 

Required  for  busy  but  triendly  pharmacy  Good 
remunerations  for  right  persons 

Write  with  CV  or  ring: 
Oldfields  Pharmacy,  47 A  Oldfields  Circus, 
Northoll,  Middlesex  UB5  4RR 
Telephone:  0181  423  6470 


Pharmacy  Plus 

Bristol 
DISPENSERS  WANTED 


The  South  West's  award,. 
;     winning  pharmacy  group 
requires  experienced 
dispensers  and  technicians 
Interested  candidates  should  send 
CV  to  442-45  Stapleton  Road, 
Bristol,  BS5  6NR  or  call  Gill  Lane 
(0117)9526010 


L0CUMS 


1ACY  RECRUITMENT  FOR  THE  MILLENNIUM 


EMERGENCY  PHARMACISTS  AVAILABLE  £ 

Ewip'ir  ■■■ohx'it!  ,il,i  mm  @w  toe  wmmuk* 

RING  AT  ANY  TIME. 

31  Upper  Mosscar  Street,  Bradford, 
West  Yorkshire  BD3  9JS 

Wnk>jf  Hi  

07971  836081  /  07957  376513 
Email:  Iocum2000@yahoo.com 


haraia-Syd  Ltd 

EMERGENCY  LOCUM  PHARMACIST 


Mr  S  Pi  BASHFORD 


12  StO'Wam  Ave 

Beverley 

East  Yorkshire 

HU179UN 


Tel/Fax:  01482  881891 
735001 


ESSENTIAL  LOCUM 


SERVICES  ELS 

Pharmacists,  locums  and 
Technicians  are  invited  to  register. 
•  Nationwide  coverage  • 
•  Competitive  prices  • 

Call  Sue  on  0121  444  0075 


P&J 


(NATIONWIDE) 

Matching  People 
and  Jobs 
Pharmacists 
and  Technicians, 
Nationwide 

Register  Free  on 
01753  830  625 


BUSINESS  FOR  SALE 


ACY  FOR  SALE 


lain  Road  Belfast.Turnover<£580,000/year. 
Contact  Box  No.  C&D  3560 

Miller  Freeman  UK  Ltd 
Sovereign  Way, Tonbridge, 


BUSINESS  FOR  DISPOSAL 


Alliance  Valuers 

&  Stocktakers 


NEW  INSTRUCTIONS 

Due  for  release  shortly  this  month  will  be  a 
variety  of  new  instructions,  including  quality 
pharmacies  in: 
WEST  YORKSHIRE  -  LANCASHIRE 
SOUTH  YORKSHIRE 
NORTH  and  SOUTH  LONDON 


PHARMACIES  WANTED 

We  constantly  require  additional  high  quality 
pharmacies  to  replace  those  successfully  sold  We 
have  an  extensive  database  ot  purchasers  with 
verified  finance  eager  to  acquire  We  particularly 
require  businesses  in: 
MIDDLESEX  -  HERTFORDSHIRE 

ESSEX  -  EAST  MIDLANDS 
WEST  MIDLANDS  and  CHESHIRE 


Pharmacy  Agents  for  all  of  the  UK  &  Ireland 
Tel  (01423)  508172  Fax  (01423)  531571 


BUSINESS  WANTED 


0  A  Y 


LEWIS 


0  A  Y 


DJ" 


LEWIS 


Progressive  chain  of  37  shops  seeks  to  acquire  Pharmacies 
with  turnover  of  in  excess  of  £400,000  in  Southeast  England 
and  East  Anglia.  Freehold  purchases.  Matter  treated  in  the 
strictest  confidence.  For  a  quick  decision  contact: 

Kirit  Patel,  Day  Lewis  Pic,  Bensham  House, 
324  Bensham  Lane,  Thornton  Heath,  Surrey  CR7  7EQ 
Tel:  0181  689  2255  ext.  221.  Mobile  0860  484999.  Fax:  0181  689  0076 


COURSES 


Pharmacy  Services  NVQ  3  Distance 
Learning  Course  for  Dispensing  Technicians 

Course  fee  £580,  certification  and  registration  £  1 20.00 
on  successful  completion  of  the  course. 

(For  students  paying  for  themselves  Tax  @  23%  of  £  1 6 1 
refunded  on  completion  and  payment  by  instalments 
available). 

Buttercups  accredited  Medicine 
Counter  Assistant  Course  £75. 


City& 
Guilds 


6 


Contact  Vanessa  Kingsbury, 
Buttercups  Training  Ltd, 
Fairway,  Back  Lane, 

Normanton  on  the  Wolds,  Nottingham  NGI2  5NP 
Tel:  01  15  937  4936 

Aiming  to  provide  the  highest  quality  education  and  training  services 
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EQUIPMENT  FOR  SALE 


PRODUCTS  AND  SERVICES 


RETIREMENT  SALE 
IMAGER  135RA 
PHOTO  PROCESSING  MINE  LAB 

Excellent  condition,  service  contract.  Complete  with  paper, 
chemicals,  accessories,  light  box.  2  illuminated  signs, 
TV-board.  Delivery,  Installation  training  support. 

£5,950  +  VAT 

Telephone:  01803  324057 


PRODUCTS  AND  SERVICES 


National 


WHILE  STOCKS  LAST 


Piroxicam  10mg 

56 

£1.20 

Co-Amilofruse  5/40 

28 

£1.99 

Bromocriptine  2.5mg 

100 

£5.99 

 Expiry  12/99  

Diltiazem  60mg 

100 

£5.99 

Salbutamol  Inh  CFC  Free 

£1.35 

Ranitidine  150mg 

60 

£6.99 

Oxybutanin  5mg 

84 

£1.85 

 Expiry  10/99  

Cardura  2mg 

30 

£9.20 

Zyrtec  lOmg 

20 

£4.59 

Coversyl  4mg 

30 

£10.29 

Imdur  60mg 

28 

£6.09 

SURPLUS  STOCK  PURCHASED 

www.  natgen.com 

FOR  BEST  PRICES  ON  ALL  YOUR  REQUIREMENTS  RING 

FREEPHONE  0800  358  3100 

Units  9-10  Cornwall  Industrial  Estate,  Cornwall  Road, 
Smethwick,  Warley,  West  Midlands  B66  2JT 
Tel:  0121  565  3101  Fax:  0121  555  6741 
Email:  sales@natgen.com 


TO  ADVERTISE 
IN  THIS  SECTION 
CONTACT 
DAVE  ARMSTRONG 
ON  01732  377493 


BUYING  GROUP 


Do  you  know  how  independent  proprietor 
pharmacist  struggles  to  compete  with 

multiples  whilst  trying  to  maintain  his/her 
independence  -  what  we  do  is  to  help  them 
maintain  their  independence  whilst  allowing 
them  to  compete  effectively  with  multiples. 

What  have  you  done  about  your 
pharmacy? 

For  further  details  contact 
Pauline  or 
Mr  R.  L.  Hindocha 
BPharm.MRPharmS.FInstD. 
54/62  Silver  Street,  Whitwick, 
Leicestershire  LE67  3ET 

FREEPHONE 

0800  526074 


100%  NATURAL  AIR  FRESHENERS 

FIVE  FRAGRANCES: 
TROPICAL  BLEND,  ORANGE,  LEMON,  LIME  AND 
MANDARIN 
STARTER  PACK: 
24  PIECES  3.5  OUNCE  DISPENSERS  WITH  COUNTER 
DISPLAY  UNIT,  TESTER,  INFORMATION  LEAFLETS. 
PACK  PRICE:  £42.96  +  VAT  (UNIT  PRICE  £1.79  +  VAT) 
RRP:  £2.99 

INFORMATION  AND  ORDERING  FROM: 

CITRUS  MAGIC® 
151  AIRPORT  HOUSE,  PURLEY  WAY, 
CROYDON  CR0  0XZ 
PHONE:  0181  781  1900  FAX:  0181  681  5557 
FREEPHONE:  0800  074  2768 

ASK  FOR  DETAILS  ON  OTHER  CITRUS  MAGIC® 
PRODUCTS 

HOSPITAL  GRADE  GERMICIDAL  CLEANER,  HAND 
SANITIZING  LOTION,  ALL  PURPOSE  CLEANER,  LIQUID 
HAND  SOAPS,  'VEGGIE  WASH'  PET  SHAMPOO,  PET 
ODOUR  ELIMINATOR,  FUR  FOAM  DRY  SHAMPOO, 
DESCRETION  BODY  ODOUR  NEUTRALISER,  DESCRETION 
BARRIER  CREAM 
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PRODUCTS  AND  SERVICES 


eta  Buying  Group 


The  Beta  Buying  Group  is  an  association  of  friendly 
Professional  Community  Pharmacies  for  which 
the  supply  of  Goods  and  Services  is  tailored  to 
local  needs . 

'The  Group  gives  you  the  opportunity  to  purchase 
with  the  economies  of  scale  normally  only 
available  to  large  chains. 

With  Free  Membership,  No  Fees,  a  Personal 
Service  and  a  range  of  Marvellous  Deals, 
join  now  and  reap  the  benefit. 

154  Enterprise  Court 
Eastways  Industrial  Estate 
Wtham,  Essex,  CM83YS 

Contact:  Alison  Diggins 

Tel:  01376  521246  Fax:  01376  521257 


This  summer  recommend 

the  most  comprehensive  anti-allergy  formulation 


RBG  Cream  i4g 

Antazoline  HC1  1.8%  w/w, 
Calamine  BP  8% 
Cetrimide  EP  0.5%  w/w 


Abbreviated  Product  Information 

RBC  is  an  antipruritic  for  the  symptomatic 
relief  of  itching  and  minor  skin  irritations 
(with  the  exception  of  Eczema),  and  for  the 
discomfort  caused  by  insect  stings  and  bites, 
urticaria,  nettle  rash,  hives  and  prickly  heat. 

Contains:  Antazoline  HC1  1.8%  w/w 
Calamine  BP  8%  Cetrimide  EP  0.5%  w/w. 
Also  contains,  Stearic  ac,  Lt  liq  paraffin, 
cetomacrogol,  prop  glycol,  glycerol,  camphor, 
menthol,  potass  sorbate,  citric  acid  and  water. 
For  futher  information  contact 


Product  Licence  Holder: 
Co-pharma  Ltd,  Rickmansworth, 
Herts,  WD3  IDE.  Tel:  01923  710934 

PL  13606/0077 


'SPECIAL  DEAL 
FOR  LOCUMS' 


ulEI  El  i 

.^f  Zmm  mmt  wmS&m  mm  m  wmm  sftrn  V  jar    -•£»»  » 
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"■™™™^^^^"  Surname   

3  WEEKLY  First  name   

INSERTIONS   FOR  Address  

ONLY  £75   

IN  A  3  X   1    BOX         Telephone  number   

Proposed  advertisement  copy  (maximum  30  words) 

PLEASE  FILL 
IN  DETAILS 
AND  RETURN  TO 

To:  Locum  Specials,  Chemist  and  Druggist,  Miller  Freeman  House, 

DAVE  ARMSTRONG 

Sovereign  Way,  Tonbridge,  Kent  TN9  1  RW 
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PRODUCTS  AND  SERVICES 


SECURITY 


SHOP  FITTERS 


V 


STRENGTH 
THROUGH  UNITY 

Join  the  buying  group  owned 
by  its  members  and  discover 

the  benefits 
FREE  3  MONTH  TRIAL 


Call  Vicki  on  Freephone  0500  451145 


AVICENNA  PHARMACISTS 

16  Shelvers  Hill,  Tadworth, 
Sumy       ~  SPU 


WANTED 


NOMAD  CASSETTES  WANTED  URGENTLY 

Also  may  be  interested  in  other  systems  suitable  for  domiciliary  use. 

Please  contact:  Laudon  Chemist 
102  Church  Lane,  Harpurhey,  Manchester  M9  6NH 

With  details  and  price  wanted  or  call: 
Mr  Whyte  on  07771  761 398 


CCTV  SALE 


LOWEST  PRICES  GUARANTEED 

B/W  systems  from  £119 
Colour  systems  from  £229 
4  Camera  systems  from  £4-19 
!*||*PISp  Video  Recorders  from  £139 
Spy  Cameras        from  £99 

BEST  PRODUCTS  BEST  PRICES 

NEXT  DAY  DELIVERY 
AVAILABLE 


CALL  FOR  YOUR 
FREE  INFO  PACK 


WHOLESALE 
DISTRIBUTOR 

Cameras,  Spy  Cameras,  Quads  Multi- 
plexers, VCRs  Security  Mirrors, 
Dummy  Cameras,  Forgery  Detectors 
BUY  FROM  THE 
PROFESSIONALS 


El  Free  Call  H 
0800  056  0462 

WebSite:  www.SecurityDirect.co.uk 


Perfect 
the  art 
of  presen 
ration! 

76   page  colour 
catalogue  full  of 
ideas  and  all  the 
materials  needed  to 
create  successful  shop 
window  and  point  of 
sale  displays. 

Freephone: 

•B  00  80  01/ 9  637  637 
FAX  008001/9737  737 
uuuvuu.dekawaerner.de 


t""^  Germany  s  largest 
IpV   mailorder  firm  lor 

► display  materials  is 
now  also 
v.,,..     operating  in 


itaiii 


wdtaner 

Woerner  GmbH,  P.O.Box  1254 
D-74208  Leingorten 


VETERINARY  SERVICES 


MS  222  The  only  licensed  Fish 
anaesthetic  in  the  U.K. 

Don't  miss  an  opportunity  for  Pharmacy! 

(PMI  legal  category) 
Order  direct  from  us  on 

BRIAN  G.  SPENCER  LTD, 

Veterinary  Wholesalers. 

19-21  Ilkeston  Road,  Heanor, 
Derbyshire  DE75  7DT 
FREEPHONE  0800  387  348 
email:  rmcdonald@vetmedic.co.uk 


Free  entries  in  Business 
Link'  (maximum  30 
words)  are  restricted  to 
community  pharmacist 
subscribers  to 
Chemist  &  Druggist.  No 
trade  advertisements  will 
be  permitted.  Adverts 
must  be  submitted  on 
the  coupon  (right), 
which  must  be  properly 
completed,  and  include 
an  expiry  date  for 
products.  Acceptance  is 
at  the  discretion  of  the 
Publishers  and  depends 
on  the  space  available 
Pharmacists  should  only 
advertise  medicines  for 
sale  where  the  product  is 
discontinued  or  in  short 
supply.  Medicines  must 
be  unopened  and  in 
original  packaging. 


To:  Business  Link,  CHEMIST  &  DRUGGIST,  Miller  Freeman  House, 
Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 

PLEASE  COMPLETE  IN  BLOCK  CAPITALS 

Surname  

First  names  

Address  


 Postcode 

Personal  RPSGB  Registration  number  

Telephone  Number  

Proposed  advertisement  copy  (maximum  30  words) 
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APPOINTMENTS 


Chemist  &  Druggist  can  now  disclose  Who  is  involved  in  this 
that  it  has  possession  of 'that'  compromising  clinch? 

photograph  of  the  last  president  of  the 

Royal  Pharmaceutical  Society  in  a 'compromising' position. 

British  Pharmaceutical  Students'Association  president, Jonathan  Burton, 
admitted  the  existence  of  the  photo  at  the  Commonwealth  Pharmaceutical 
Association  dinner  (see  C&D  July  17,p8).The  evidence  was  obtained  by 
legitimate  journalistic  means,  and  we  now  hope  to  give  the  photo  its  first 
airing  in  the  pharmaceutical  press. 

The  blanks  will  be  filled  in  and  the  names  of  those  concerned  released  on 
one  condition.The  BPSA  is  raising  money  for  the  Neema  project,  which  aims 
to  build  a  dispensary  in  aTanzanian  village.  If  sufficient  donations  are 
received  for  the  Neema  project,  C&D  will  go  public.  Cheques  should  be  made 
payable  to  BPSA  Neema  Account'  and  sent  to  C&D. 

To  give  Mr  Patel  a  chance,  if  he  can  donate  a  larger  sum  than  the  rest  of  our 
readers  combined,  the  photo  will  not  be  published  in  its  entirety.  Previous 
presidents  be  warned,  there  is  more  where  this  came  from. Watch  this  space... 

MPS  marries  MP 

A  locum  pharmacist  from  Liverpool  has  married  Wirral  South  MP  Ben 
Chapman. 

Maureen  Kelly  married  Mr  Chapman  at  Westminster  Registry  Office  three 
weeks  ago.The  wedding  was  followed  by  a  reception  at  the  House  of 
Commons.The  happy  couple  waited  until  Parliament's  summer  recess  to  start 
their  honeymoon  in  Cumbria. 

Ms  Kelly  met  the  Labour  MP  five  years  ago  when  she  rented  his  home 
while  he  was  working  away. 


The  newly-weds,  Mr  and  Mrs  Chapman 


SB  employees  donate  a  day  to  charity 

SmithKline  Beecham  began  its  tenth  anniversary  celebrations  this  week.  From 
.Monday,  its  50,000  staff  worldwide  will  spend  a  day  supporting  local 
healthcare  initiatives. 

All  SB's  UK  sites  are  participating  in  the  celebrations.  Charities  around  the 
company's  headquarters  in  Brentford  benefiting  from  the  initiative  include 
the  Oaklands  School  for  children  with  special  needs,  the  Cancer  Research 
Campaign  Leukaemia  Fund  and  the  paediatric  unit  of  the  West  Middlesex 
Hospital  Pulse  Appeal. 

SmithKline  Beecham  was  formed  on  July  26, 1989,  following  a  merger 
between  SmithKline  Beckman  of  the  US  and  the  Beecham  Group  of  the  UK. 


The  Northern  Ireland  Centre  for  Postgraduate 
Pharmaceutical  Education  and  Training  has  appointed 
Dr  Heather  Bell  as  educational  facilitator.  She  will  be 
responsible  for  delivering  NICPPET's  Live  Training 
Programme. 

Professor  Peter  Littlejohns  has  been  appointed  as 
clinical  director,  and  Dr  Rod  Taylor  as  head  of 
appraisals  at  the  National  Institute  for  Clinical 
Excellence.  Professor  Littlejohns  is  currently 
professor  of  public  health  and  director  of  the 
Healthcare  Evaluation  Unit  at  St  George's  Hospital 
Medical  School.  Dr  Taylor  is  currently  a  lecturer  in 
health  services  research  and  medical  statistics. 
Sir  David  Jack  FRPharmS,  former  R&D  director  at 
Glaxo  Holdings,  has  been  elected  a  fellow  of  King's 
College,  London. 

Professor  Michael  Adler  will  lead  the  development  of  a 
sexual  health  strategy  for  England  from  September.  He 
is  the  professor  of  GU  medicine/sexually  transmitted 
diseases  at  the  Royal  Free  and  University  College 
Medical  School. 

Aurum  Pharmaceuticals  has  appointed  David  West, 


Martin  Saunders,  and  Derek  Bryant  as  executive  directors.  Simon  Lawther 
Dr  Don  Kellerman  is  the  new  vice-president, 

development,  at  Inspire  Pharmaceuticals.  Dr  Kellerman  was  previously  global 

OTC  director,  clinical  research,  at  Glaxo  Wellcome. 

Simon  Lawther  has  been  appointed  a  senior  consultant  with  Glendinning 

Management  Consultants.  Mr  Lawther  was  previously  senior  buyer  for 

Superdrug. 

Pharmacy  takes  off 

A  pharmacist  was  on  hand  at  the  Fairford  AirTattoo  last  weekend  with  1 ,000  pairs 
of  earplugs  to  cater  for  all  those  tired  tympanums. 

James  Powell,  of  the  Medicine  Man  Pharmacy,  visits  outdoor  events  around 
the  country  providing  pharmaceutical  services  at  events  such  as  Capital  Radio's 
Party  in  the  Park,  the  Devon  County  Show  and  the  Burleigh  Horse  Trials. 

Arriving  at  2am  on  Friday  at  the  airfield,  fresh  from  the  Royal  Wales  Show, 
James  was  kept  busy  catering  for  the  pharmaceutical  needs  of  both  plane 
spotters  and  Top  Gun  lookalikes.  During  the  winter,  James  returns  to  his  "other 
job"  at  his  pharmacy  in  Smallfield,  Surrey. 


James  Powell,  outside  his  Medicine  Man  pharmacy  at  the 
Fairford  Air  Tattoo 

The  listening  manufacturer 

At  last,  a  generic  manufacturer  has  listened  to  a  community  pharmacist's 
opinion  about  patient  packs. 

Well  done  to  Norton,  which  has  re-designed  its  warfarin  packaging  to  make 
pharmacists'  lives  easier  and  improve  patient  compliance. There  is  now  a  colour 
representation  of  the  tablet  on  each  patient  pack,  and  the  foil  packing  is  colour 
co-ordinated  with  the  tablet  strength. 

The  change  apparently  came  about  when  one  pharmacist  expressed  concern 
about  patient  confusion  when  tablets  are  separated  from  packs. Who  knows 
what  changes  may  be  brought  about  if  more  pharmacists  voiced  their  opinions 
to  manufacturers? 
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These  leaflets  are  available  from  manufacturers  to  help  you  advise  your  customers 


Roche  Products  has  launched  a  new 
pack  of  patient  information  on  heart 
failure. 

Entitled  'Taking  care  of  your  heart',  it 
covers  the  following: 

•  Understanding  heart  failure 

•  Medicines  for  heart  failure 

•  Helping  yourself 

•  Checking  your  heart  failure 

•  Eating  healthily 

•  Watching  your  weight 

•  Your  heart  failure  treatment 

The  pack,  available  free  from  Roche 
Products,  can  be  obtained  by 
phoning  the  Drug  Information  Call 
Desk,  Freephone  0800  328  1629, 
stating  name,  pharmacy  address, 
contact  phone  number  and  how  many 
packs  are  required.  Alternatively,  speak 
to  your  local  Roche  representative. 


Napp  Pharmaceuticals  Ltd  has  produced  an  easy-to-read 
educational  leaflet  for  people  suffering  from  angina. 

The  leaflet,  which  includes  a  foreword  by  Dr  Chris  Steele  - 
resident  GP  on  ITV's  'This  Morning'  -  is  designed  to  answer 
questions  that  are  often  asked  by  angina  sufferers.  Advice  is  provided  on 
drug  therapy,  the  importance  of  aspirin  and  lifestyle  changes  that  can 
nelp  in  the  treatment 
of  angina. 
The  leaflets  will  be 
freely  available  to 
GPs,  nurses  and 
pharmacists  for  use  in 
consultation  with 
angina  patients.  To 
obtain  copies  of  the 
leaflet,  please  write  to: 
Angina  Leaflets, 
FREEPOST,  MID 
17580,  Nottingham 
NG7  1BR. 


fa 


Guide  to 


OTC  Guide  14th  Edition 

Additional  copies  are  available  to 
subscribers  for  £7.50  (incl  p&p). 
For  non-subscribers  the  price  is 
£10.00. 

Extra  copies  may  be  obtained  by 
sending  a  cheque  made  payable 
to  Miller  Freeman  UK  Ltd'  to: 

Jan  Powis 

Miller  Freeman  UK  Ltd 
Sovereign  Way 
Tonbridge 
Kent  TN9  1RW 

Telephone:  01732  364422 


New  diet  advice  for  children  with  eczema 

A  new  information  sheet  on  diet  and  eczema  in  children  has  been 
produced  by  the  National  Eczema  Society  (NES)  with  the  support  of 
Mead  Johnson  Nutritionals,  manufacturers  of  Nutramigen. 
The  information  sheet,  written  by  Heidi  Baker,  Paediatric  Dietitian, 
explains  how  food  can  affect  eczema  and  how  children  can  be  tested  to 

see  whether  food 
triggers  their 
condition.  It  also 
gives  advice  on 
treating  eczema  by 
dietary  means. 
Patients  can 
obtain  the  new 
information  sheet 
from  the  NES, 
163  Eversholt 
Street,  London 
NW1  1BU,  tel:  0171 
388  4097. 


Strepsils  has  launched  an  Understanding  Sore  Throats' 

campaign  to  assist  pharmacists  and  consumers  in  the  treatment  of  sore 
throats.  To  complement  www.Strepsils.com,  Strepsils  has  produced  a 
Self-Diagnostic  Tool  assessment,  a  tangible  means  of  identifying  types  of 
sore  throats,  and  Throatcare  Information  Cards,  that  describe  the 
different  kinds  of 
sore  throat, 
causes  and 
relief. 
Both  are 
available  free  of 
charge  (while 
stocks  last)  by 
writing  to: 
Strepsils 
Understanding 
Sore  Throats, 
5  Theobalds 
Road,  London 
WC1X8SH. 


Johnson  &  Johnson. MSD's  latest  pharmacy  education  initiative  for 
Imodium  rolls  out  this  week  under  the  campaign  banner  'I'm  not 
sure  why  I  have  diarrhoea'. 

Campaign  materials  include  a  comprehensive  consumer  leaflet 
detailing  11  diarrhoea  causes  matched  with  the  Imodium 

product  choice, 
counter  and 
shelf  units  plus 
a  concise 
recommendation 
reminder  card. 
Pharmacists 
interested  in 
receiving  the 
J&J.MSD 
Imodium 
I'm  here  to 
help'  pack 
should 
telephone: 
01494 533694. 


For  further  information  please  contact  Dave  Armstrong  on  01732  364422 


